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The File on the Man with 107 Children 


A SHORT TIME AGO, Bill Hanson, Equitable Society 
field man, was amazed to find that 107 sons and 
daughters of fathers he had insured, are now being 
fed, clothed, and educated by the proceeds of Equi- 
table Society policies. 

From time to time, as Bill sees these youngsters, he 
feels mighty proud. For if he had failed to convince 
the fathers of these children of the importance of 
life insurance protection, many of these children 
would now be dependent on public or private charity 
—a community charge instead of a community asset. 


Hear the official broadcast of the 
Federal Bureau of Investigation. 


TUNE IN ON “THIS IS YOUR FBI!” 
American Broadcasting Company 
EVERY FRIDAY NIGHT 


THOMAS 1. PARKINSON, President - 


Yes, selling life insurance provides more than a liveli- 
hood. It’s a good way of life, one that benefits the 
entire community. Assuring education for the good 
citizens of tomorrow—safeguarding homes—dignify- 
ing old age—bringing greater peace of mind to 
families everywhere—the Equitable representative 
does a day’s work that is a source of daily satisfac- 
tion to him. He can be proud of the respect that is 
his as a member of a highly regarded profession... 
and as a representative of an institution like The 
Equitable Society. 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
INSURANCE COMPANIES DURING 1937 AND THROUGH 1946 
Dolthrs 
55 BILLION 





THE PEAK LINE on this chart 


tells you an interesting story. 







Here it is: 







50 BILLION 





This chart shows the progress of 


twenty-five leading insurance 






companies. Just look what's hap- 






pened to the ten advertisers s mune 






who've told their message con- 






sistently in The Saturday Evening 
Post. They're far ahead of the 








others! 
4 BILLION 






Here's the key to their success: 


> Advertisements in the 





Post reach the best pros- 






pects—the people whose 35 BILLION 






education and income are 





well above average. 






> Advertisements in the 





-Post get attention. People are 






like to read ads in the Post 


— far more than inany other 
_. magazine. 
25 BILLICN 


1937 1938 1939 1940 1941 1942 1943 1944 1945 1946 






For this ten-year period the growth of ordinary life 
insurance in force among the ten consistent Post insur- 
ance advertisers has been almost three times as 
great as that of the fifteen irregular or non-advertisers. 


It pays to have the Post 






pave the way 
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Magill Report for 
Removing Tax Bias 
Against Insurance 


Also Would Base Annuity 
Income Tax on Life 
Expectancy 


WASHINGTON — Removal of dis- 
crimination against insurance under the 
federal estate and gift tax laws and the 
linking of income tax on annuities to 
the annuitant’s life expectancy are rec- 
ommended by the advisory tax com- 
mittee headed by Roswell Magill in its 
report to the House ways and means 
committee, which began hearings Tues- 
day on tax exemption of organizations 
and other problems incidental to a pro- 
jected general revision of revenue laws. 

The report also contained recommen- 
dations regarding annuities, pension 
plans, retirement payments, etc. Mat- 
thew Woll, AFL representative, made a 
minority report against a number of 
these proposals, — 

Following brief remarks by Dr. 
Magill in submitting his report, first 
speaker witness at the hearings on tax 
exemption was Undersecretary of the 
Treasury Wiggin, who discussed prin- 
cipally farm cooperatives but said some 
of his remarks were also applicable in 
principle to mutual insurance companies. 
He said the Treasury Department has 
under way a comprehensive study of 
subjects covered by section 101, inter- 
nal revenue code, dealing with tax ex- 
emption and recommended delaying ac- 
tion until its report is issued. 


To Release Annuity Study Soon 


The department made public a state- 
ment that its study of pensions and 
annuities will soon be released. It “ex- 
amines the basis of the exclusion of 
certain pensions under present law and 
analyzes the present and alternative 
methods of taxing annuities.” 

Also nearing release, the statement 
said, is a study on extension of social 
security coverage, which “explores the 
feasibility of extending old-age and sur- 
vivors’ insurance to groups now ex- 
cluded, with particular regard to agri- 
cultural and domestic employes and 
self-employed individuals.” 

The department also expects to com- 
plete within three months a study which 
“examines the desirability for allowing 
deductions for life insurance premiums 
and certain other forms of savings from 
earned income. It considers also the 
question of current deductibility of em- 
« Boloye payments under industrial pension 
plans, railroad retirement and_ social 
security pensions,” the department said. 


Proposed Change in Annuity Taxation 


Discussing amendment of the income 
tax law, the Magill committee majority 
report said among other things: 

“In the public interest, as well as in 
the interest of the great number of cit- 
ens specifically affected, we urge revi- 
sion of the present system of taxing 
annuity payments. In its place, we rec- 
ommend a plan substantially as follows: 
“Each annual payment received by an 
annuitant shall be divided into two 
parts, the one being principal and the 
Other income. We propose that the 
element of principal be determined by 
dividing the total cost of the annuity by 
(CONTINUED ON PAGE 24) 





Seeks Test Suit on 
VA Duns for Civil 
Relief Act Advances 


Since the veterans administration con- 
tinues to insist that veterans whose 
civilian insurance premiums were paid 
for them under the soldiers and sailors 
civil relief act must repay the govern- 
ment if advances exceed cash values, 
California-Western States Life is spear- 
heading an effort to get a decision in 
favor of the veteran, either through a 
test suit or congressional declaration. 
Only policies protected under the 1940 
act, prior to the 1942 amendments, are 
involved. 

H. Harold Leavey, vice-president and 
general counsel of California-Western 
States, has by extensive correspondence 
with VA pointed out the erroneous ba- 
sis of VA’s decision but the VA atti- 
tude as expressed by E. E. Odom, so- 
licitor, is that “no useful purpose would 
be served by further administrative con- 
sideration of the questions decided in 
administrator’s decision No. 742,” hold- 
ing that veterans are obligated for pre- 
miums in excess of cash values. Mr. 
Leavey made the point that inevitably 
not all the veterans from whom the 
government is trying to collect will pay 
and that this will result in discrimination 
between those who pay and those who 
don’t. 


Would Appear as Amicus Curiae 


Since VA appears determined to stick 
to its position, Mr. Leavey is trying to 
get it to bring a test suit in which de- 
cision 742 would be either confirmed or 
disapproved by the courts and in which 
California-Western States and other in- 
terested life companies could make 
proper amicus curiae appearances. “to 
the end that full-and careful judicial con- 
sideration of an extremely doubtful 
point may be had.” 

Since the same situation affects many 
other life companies, California-West- 
ern States desires to work with them so 
far as is possible. The amounts of money 
involved are not large and there is no 
question of the government’s obligation 
to the life companies. However, where 
agents sold policies to service men or 
those about to go into the service on the 
assumption that no debt in excess of the 
cash value would be incurred there has 
been a tendency in some quarters for 
veterans’ groups and others to feel that 
the agents and companies took advan- 
tage of the applicants. Actually the 
agents and companies had every reason 
to rely on there being no obligation be- 
yond the cash value. In addition to the 
law itself, which was silent on the mat- 
ter of obligation, Assistant Administra- 
tor Harold W. Breining of VA made a 
statement in which he said there was no 
such obligation under the 1940 act. 


No Debt Involved 


In connection with the 1940 law, Mr. 
Leavey, in a letter to General Bradley, 
administrator of veterans affairs, pointed 
out that a life insurance policyholder is 
under no obligation to continue paying 
premiums and that hence the govern- 
ment in paying the premiums was not 
paying a debt of the soldier and the 
rules of the law of suretyship do not 
apply. Mr. Leavey also pointed out that 
Congress was legislating for the com- 
mon man, not for the expert attorney. It 
was legislating for a group which could 
be expected not to consult a lwyer and 
during a period in which free benefits 
by the government for the soldier were 
relatively common, for example, family 
allotment for dependents. 

Furthermore, Congress knew it was 
legislating for the layman, unskilled in 
law. In such circumstances, Mr. Leavey 


Kalmbach Becomes 
Vice-President of 
Mass. Mutual Life 


L. J. Kalmbach, first vice-president of 
Lincoln National Life, has been elected 
a vice-president of 
Massachusetts Mu- 
tual, effective Jan. 
1, 1948. He has 
been with Lincoln 
National since 
1924, and has 
served on its board 
since 1937. 

A graduate of 
University of Mich- 
igan, Mr. Kalm- 
bach is a Phi Beta 
Kappa, and a fel- 
low of the Actuari- 
al Society of Amer- 
ica and American 
Institute of Actuaries, being a _ vice- 
president of the institute. He is also 
treasurer of the Medical Impairment 
Bureau executive committee. 

Mr. Kalmbach’s first position after 
graduating from University of Michi- 
gan’s actuarial course in 1923 was with 
the former Cleveland Life. Going with 
Lincoln National, he advanced to assist- 
ant secretary in 1927, to reinsurance sec- 
retary in 1934, second vice-president in 
1936, vice-president in 1939 and first 
vice-president last February. 

As a result of having had charge of 
reinsurance for Lincoln National, he 
has become very widely known to other 
life companies’ executives. He is a 
native of Michigan and was born in 1901. 


Industrial Conference Adds 
Two Richmond Companies 


Citizens Home and Old Dominion 
Life, both of Richmond, have been 
elected to membership in Industrial In- 
surers Conference. 

Citizens Home was incorporated in 
1936 and had a premium income from 
industrial business in 1946 in excess of 
$766,000. Old Dominion was chartered 
in 1894 and had an industrial premium 
income for 1946 in excess of $752,000. 
Membership has reached an _ all-time 
high of 69. 





L. J. Kalmbach 











contends, if Congress expected reim- 
bursement for the benefit being granted 
and if it intended to create a debt where 
none had existed, Congress would have 
expressly said so. Silence in such cir- 
cumstances makes it certain that Con- 
gress never intended any reimburse- 
ment. 


Congressmen Kept Informed 

Mr. Leavey has sent copies of his cor- 
respondence with VA to Senator Know- 
land of California and Representatives 
Engle, Lea, and Johnson, who are from 
the Sacramento area. After it became 
apparent that one of the main points 
at issue was the VA interpretation of the 
conference report accompanying the 
1942 bill which amended the 1940 act Mr. 
Leavey also sent copies of the cor- 
respondence to the present members of 
Congress who signed the conference re- 
port. 

While it has been more than a year 
since VA first attempted to get veterans 
to pay amounts advanced on their be- 
half in excess of their cash values, no 
suit has been brought to collect these 
advances. In some regions where this 
question has been hotly discussed by 
veterans’ associations it is reported that 
VA has given informal assurance that 
its efforts to collect will be limited to 
dunning and that no suits will actually 
be brought. 


Banks Seek to 
End Differences 
Over N. Y. Limit 


Confer with Insurers on 
Proposal to Increase 
Ceiling to $5,000 


Robert M. Catharine, in his presiden- 
tial address at the annual meeting of 
Savings Banks Assn. of the State of 
New York, recommended that the or- 
ganization make “an all-out effort” to 
obtain an increase in the limit of sav- 
ings bank life insurance from $3,000 to 
$5,000. He spoke of the similar measure 
that was defeated at the 1947 legisla- 
tive session, saying it was a meritorious 
measure in the public interest. He said, 
together with a special committee, he 
has recently reopened conferences with 
a committee of life insurance company 
presidents “in an earnest endeavor to 
iron out our differences.” He said that 
in the face of determined opposition, 
the bill made great progress at the last 
session of the legislature, and he ex- 
pressed the hope the bill would become 
a law next year. 

Dr. John Lintner of the Harvard 
graduate school of business administra- 
tion, in his address at that meeting, 
said the position of savings banks in 
the savings market has been declining. 
For instance, life insurance has been 
gaining at the expense of savings banks, 
and of all savings depositories together, 
“not only because of the efficiency of 
the paid agent system of selling, but 
also because most people can accom- 
plish their thrift objectives relating to 
the economic impact of the hazard of 
death much more efficiently and surely 
by means of life insurance policies than 
they possibly can through the accumu- 
lation of savings deposit balances.” 


More Efficient Instrument 


Dr. Lintner went on to say that if 
an individual, lacking inherited wealth, 
starts out to provide for his dependents 
in the event of his death by accumulat- 
ing money in a savings deposit account, 
he is essentially gambling that he will 
live long enough to accumulate enough 
funds to meet their needs; life insurance 
effectively eliminates this gamble and is, 
therefore, a more efficient instrument for 
saving for this purpose than the deposit 
account can possibly be. 

Savings banks in Massachusetts, New 
York and Connecticut, he said, can of- 
fer this more efficient life insurance pro- 
tection to the saving public. In terms 
of many of the more important thrift 
objectives of the people, it is a better 
thrift product than their savings bank 
account, and the savings banks will be 
better serving these important public 
needs by pushing their savings banks life 
insurance than they will through their 
traditional savings deposit activities. 
Promotion of savings bank life insur- 
ance affords one of the finest of all op- 
portunities to improve and extend the 
services of savings banks to the public, 
he declared. “The present low limits on 
the amount of insurance savings banks 
can offer in New York and Connecticut, 
however, substantially restrict the poten- 
tial benefit... which can be realized 
along this line.” - 

Frederick W. Barker, in reporting .as 
chairman of the committee on savings 

(CONTINUED ON PAGE 24) 
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Lincoln Endorses 
Agents’ Views on 
Group Limitations 


Letter to Baumann 
Cites Interest of 
Insuring Public 


President Leroy A. Lincoln of 
Metropolitan Life has endorsed the po- 
sition of the National Assn. of Life Un- 
derwriters with respect to group in- 
surance and its limitation to employer- 
employe relationships. Mr. Lincoln ex- 
presses his opinion in a letter to Jul B. 
Baumann, general agent Pacific Mutual, 
Houston, president of the N.A.L.U. Mr. 
Lincoln writes: ; 

Our company thoroughly agrees with 

- the position which you have announced 
in behalf of the National Assn. of Life 
Underwriters, that the interest of the in- 
suring public requires that there be care- 
ful consideration of the proper field for 
“mass coverage”. 

In its very earliest days, the company 
experimented with a few group Cases 
in which the employer-employe relation- 
ship did not exist. In the light of un- 
satisfactory experience, both to the in- 
sured and to the company, we have for 
20 or 25 years adhered religiously to the 
concept of group insurance which limits 
its scope to the relation of employer- 
employe, with the exception of certain 
types of group creditor cases, the under- 
writing propriety of which seems to be 
generally accepted. 


One Case for Further Study 


One isolated recent case in which 
this company participated has occa- 
sioned considerable discussion. This 


case is strictly in the category of em- 
ployer-employe but has been written 
through the mechanism of a trustee, as 
authorized by the New York insurance 
law. This particular type of relation- 
ship may well be the subject of further 
study and, conceivably, further limita- 
tion, to which we would not be opposed. 

I do want to say to you that we in 
the Metropolitan share your feelings 
that so-called “mass selling’ has gotten 
away. out of bounds and we should look 
with favor on an approach to the origi- 
nal concept of employer-employe, plus 
such of the other phases of the group 
life definition as may be determined to 
be sound group underwriting. 

If anything beyond this is found to 
be a legitimate subject for group insur- 
ance, we should like to be heard in dis- 
cussion of any proposal. The whole 
trend of our thinking has, for years, 
been against certain expansions of group 
insurance which have come to be 
adopted here and there during the last 
few years, and which we believe are not 
in the best long-time interest of the in- 
suring public. 


To Insure Conn. Employes 
HARTFORD—Connecticut has con- 
tracted for group life insurance for full- 
time state employes, effective Jan. 1. 
The policy, authorized by the 1947 leg- 


islature, will be split equally among 
Aetna Life, Connecticut General and 
Travelers. The legislature appropriated 


$240,000 to finance the plan during the 
current biennium. The cost will be 
60 cents per $1,000, those making less 
than $2,000 a year being limited to 
$1,000 and those making more than 
$2,000 being permitted to buy up to 
$2,000 of coverage. The difference be- 
tween the emplove contributions and 
the total cost will be paid by the state. 
About 14,000 will be eligible. 


RFC Man Gives Rhapsodic 
Conception of the Salesman 


John Joseph Hagerty, New England 
manager of Reconstruction Finance 
Corp., in addressing the convention of 
Massachusetts Assn. of Insurance 
Agents gave a rhapsodic salute to the 
salesmen along with a conception of 
what a salesman should be and how 
he should acquit himself. 

In my opinion the salesman is a 
courteous man; he knows when to 
speak and when ‘to be silent; he respects 
the opinions of others; he reflects his 
home training, education, association and 
above all else, he is tactful; he exercises 
self-control; his mind is disciplined; he 
is a student of human nature; he tries 
to understand what makes his prospect 
a good sales risk and uses all the knowl- 
edge and techniques of his trade to 
meet the impact of that social contact 
and bring about a victory. 

The salesman is loyal to his friends, 
to his family, to his employer. He does 
in each day a day’s work because of the 
love of challenge. He knows it is 
fruition and not possession that renders 
men happy and for that reason he can 
cooperate with his fellow workers be- 
cause he believes in teamwork. He con- 
stantly keeps in mind the fact that in 
unity organizationwise he finds strength. 
He tries to be at home with his asso- 
ciates. He takes an interest in the 
younger men in the organization; he 
develops them as he himself was de- 
veloped. 


Meaning of Personality 


He has a pleasing personality because 
he knows that this equation is an out- 
ward indication of the inner person that 
he is, He realizes that his personality 
distinguishes him from every other per- 
son in the world. He feels and under- 
stands the common denominator that 
binds men. He knows that his person- 
ality will either attract or repel, that 
business is built around men and that 
the contacts that he moulds are the 
foundation upon which his organization 
goes. forward or retrogresses. He takes 
courage in new ideas. He never allows 
himself to get into a rut. He knows 
that imagination rules the world. When 
discouraged, he analyzes the causes for 
the discouragement and then sets up a 
formula intended to counteract it. He 
knows that the highways of social con- 
tacts are filled with ruts but he avoids 
like the plague personalities, incidents, 
negation which tend to mar the progress 
and the lustre of his own thought as he 
passes down the road to achievement. 

The successful salesman is a happy 
man because thought, action, responsi- 
bility and duty are the four horsemen 


. that ride with him every day on each 


assignment. He can trust himself when 
others doubt him and he makes allow- 
ance for their doubting too. He is en- 
thusiastic about his work because he 
realizes that enthusiasm tells clearly 
whether he is in a class or whether he 
is out-classed. He knows that enthusi- 
asm oils and polishes the machine of 
thought for all to see the splendor of 
his endeavor. The theme song, there- 
fore, of his life is enthusiasm; its cres- 
cendo is love of work. 


Loyal to Organization 


He is loyal to the organization of 
which he is a part because loyalty in 
his mind is the symbol of quality, the 
aristocrat if you will in our relations 
with our fellow man. Loyalty gives him 
the knowledge and power with which 
to build firmly for himself, his family 
and associates. It is the sunlight which 
warms the blood and brings to fruition 
his choicest aspirations. 

You, as salesmen, help to eliminate 
fear and preserve security. build so that 
the winds of adversity. that must affect 
the lives of others, will leave standing 
your achievements as a permanent mon- 
ument of security for those who will 
follow you on the journey. Then your 


friends will remember you as a man 
who contributed to the social wealth 
and happiness of others—who served 
his fellow man within the talented 
sphere of his abilities. 





See Full House for 
Parkinson Dinner 


Reservations are coming in rapidly for 
the dinner to be given by the Chicago 
Accident & Health Assn. Nov. 18 at the 
Hotel La Salle in honor of Insurance 
Director N. P. Parkinson of Illinois. 
The capacity of the Century room, 
where the dinner is to be held, is 175 
and there evidently will be a full house. 
All of the leaders in the business in III- 
inois in both company and agency ranks 
will be on hand and there have been a 
number of reservations from eastern ex- 
ecutives. Those who have not made 
reservations can do so by calling Secre- 
tary Harold L. Bredberg, Dearborn 
5500. 

Harold R. Gordon, managing director 
Health & Accident Underwriters Con- 
ference, will be master of ceremonies at 
the dinner and Irving G. Wessman, 
Loyalty group, is in general charge of 
arrangements. A barber shop quartet 
will furnish entertainment. The dinner 
will be preceded by a é¢ocktail hour in 
the Lincoln room. A large delegation 
of department attaches is expected to 
accomnanv Director Parkinson from 
Springfield. 


Yates Heads Mass. Mutual 
General Agents’ Assn. 


New officers of the Massachusetts Mu- 
Mutual Life general agents’ association 
elected at the an- 
nual conference at 
Coronado, Cal., are 
John W. Yates, 
Los Angeles, presi- 
dent, L. H. Cook, 
Springfield, Mass., 
vice-president; and 
A. B. Rosboronugh, 
Jacksonville, Fla., 
secretary-treasurer. 

Mr. Yates be- 
came _ Massachu- 
setts Mutual gen- 
eral agent at De- 
troit in 1923, trans- 
ferring to Los An- 
geles in 1933. He is president of the 
Los Angeles Life Managers’ Assn. 








st 


John W. Yates 





New Educational Material 


“Opportunity Knocks on Your Door,” 
an eight-page booklet, has been issued by 
Life Office Management Assn. Institute, 
based on copy prepared by C. M. Tay- 
lor, assistant secretary Provident Mu- 
tual Life and a member of the educa- 
tional council of L.O.M.A. It explains 
to life insurance employes why they 
should learn more about the business 
and how institute courses help them do 
it. This week the institute also will re- 
lease a student’s manual and a quiz book 
for course I. These new publications, 
together with instructors’ manuals is- 
sued earlier, provide the institute a 
complete set of instructional and study 
aids for its introductory course. Similar 
material w'l] be prepared for the ad- 
vanced course. In compilation of the 
manual, the institute had the assistance 
and counsel of these instructor-gradu- 
ates: Donald Hyer, Mutual. Life; 
Thomas Flaherty and F. D. Lowe, New 
York Life; William Hamilton, Pruden- 
tial, and E. M. Derby, Metropolitan. 


Leon A. Sover, Los Angeles manager 
of Phoenix Mutual Life, is celebrating 
his 35th anniversary with the company. 








Eye Washington 
Program as to Mail. 


Order Insurers 


WASHINGTON—If the indictmen 
of two mail order insurers at South 
Bend, Ind., marks the beginning of , 
nation-wide crackdown on mail orde 
insurers generally, a Justice Depar, 
ment spokesman said he did not knoy 
about it, There is no national campaigy 
on against them, he added. On th 
other hand, a Postoffice Departmen 
spokesman indicated he understood the 
South Bend case marked the beginning 
of a general crackdown on such com. 
panies. 

The South Bend insurers involved ay 
oe Reserve Life and Guarante 

ife. 

The Justice spokesman made it plaig 
that while no general campaign has been 
started against mail-order insurers, stif 
if his department gets report of insyr. 
ance fraud operations “it will go afte 
them tomorrow. We will investigate af! 
kinds of insurance rackets that may 
come to our attention.” 

The department’s procedure, th 
spokesman said, is to follow up charge 
and complaints. Some of these may 
come from postal inspectors who, j 
they found evidence of fraudulent insur. 
ance operations through the mail, would 
refer the matter to the Justice Depart. 
ment. The latter would probably make 
additional investigation, it was indicated, 
and if the evidence appears to warrant 
prosecution, would refer the case to the 
federal district attorney in the area con- 
cerned. Grand jury inquiry and indict. 
ment might follow, depending upon 
what that body thought of the evidence. 

This form of proceeding is in addition 
to fraud order procedure under the 
Postoffice Department, which has been 
carried out in a number of insurance 
company cases over a period of years 
Upon complaint and investigation of 
charges that insurance operations (or 
any other) are using the mails to de 
fraud, Postoffice Department officials 
may hold a hearing at which the respon 
dent is given opportunity to answer. If 
that answer is not satisfactory, a fraud 
order may then be issued denying the 
persons or company concerned use a 
the mails. 


No Advance Publicity 


A year or two ago there were reports 
that a sizable middle western company 
was under investigation by postal ar 
thorities. The latter, however, never 
confirmed this report. They make: 
practice of not publicizing the fact that: 
hearing in a given case is to be held on 
a certain date. While such hearingsare 
technically “open,” it is impossible to 
find out in advance when they are to b 
held, so that one can attend, except 
respondent in the case who, of cours 
receives notice. 

The first thing the general publi 
knows is that a fraud order has been i 
sued against XYZ Company, for it 
stance. This method prevents unfavor 
able advance publicity for the respor 
dent. 

The better to cope with fraudulent it 
surance operations, he says, Rep. Hobbs 
Alabama, has for several years reintte- 
duced in Congress bills to deny use @ 
the mails to companies generally uf 
licensed widely by states and which hi 
says do not comply with the law. Thi 
legislation, however, has not met wi 
approval of the Postoffice Departmen 
or the insurance industry. 

The former took the position the 
could handle the problem presented sé 
isfactorily under the fraud order statute 
Various insurance industry elements 0p 
pose the Hobbs bill on account of i 
implications of possible undue postal ¢ 
other governmental interference wi 
the industry. Representatives of 
latter have said the business can 
properly regulated by the states pl 
general federal postal regulations, af 
possibly interstate commerce regu 
tions. 
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VA Insurance Chief 
Not to Quit; Hits 
Back at Critics 


Son By H. C. HALLAM 

g Of a WwASHINGTON—Harold Breining, 
order assistant veterans administrator for in- 
‘ta surance, is not going to resign, despite 


nt it- 
[ obbs, 
intte- 
ise ol 
y Uh 


ch 


OWE the severely critical report of a House 
yeterans affairs subcommittee on insur- 
ance which recommended a change in 
“top personnel” in VA insurance. In 
the course of an interview with THE 
NationAL UNDERWRITER’s Washington 
correspondent Mr. Breining said that 
the question of his resignation was one 
for Gen. Bradley, VA administrator, to 
answer and he had answered it in his 
letter to the committee. His letter de- 
fended Mr. Breining’s record and quali- 
fications. ; 
Mr. Breining also made the following 
‘points in refutation of the committee’s 
charges: . 

af “Top personnel,” which the committee 
recommended changing, would include 
not only Mr. Breining, but the 13 VA 
insurance field directors. Eleven of 
these were not VA employes before the 
YE war, all have had extensive insurance 
If experience and at least three have been 
company Officials. In the central office 
many of the personnel have had insur- 
ance experience and “they have done a 
good job under most adverse condi- 
tions. 


Awaiting Zazove Decision 


Regarding the delay in issuing new 
policies, it would be a mistake to issue 
them until the U. S. Supreme Court dis- 
poses of the Zazove case, which in- 
volves interpretation of the optional set- 
tlement provision of the law, particu- 
larly the 120-payment-certain option. 
Issuance of new policies also depends 
on the number of VA personnel, as 
fF does the calculation and payment of 
NSL dividends. The VA insurance de- 
partment has about 17,000 employes, 
though the budget bureau’s estimate 
was based on 21,000. As to the number 
of insurance personnel being excessive 
as compared with private insurers, and 
the comparative cost of adm:nistration 
Of per policy, many NSL premiums are 
paid monthly. Also, VA has had to 
clean up great backlogs. 

Mr. Breining did not know who the 
commercial insurance experts were 
whom the House committee mentioned 
as having made recommendations that 
VA did not adopt, except that experts 
did spend a day on a survey and recom- 
mended adoption of a punch-card pre- 
§ mium billing and accounting system 
similar to that used by the War De- 
0} partment office of dependency benefits 
in Newark during the war. Mr. Brein- 
ing said that none of the life companies 
has adopted this system so VA is not be- 
hindthem. As to the charge that VA has 
had no control over premium account- 


: i, ing, “this is not well founded.” VA had 
ae 


favor: 
‘Sporn 


machine posting providing such control 
for a considerable time but it was 
dropped because it was more time con- 
suming and VA had only limited per- 
sonnel, All recommendations of the VA 
actuarial advisory committee have been 
adopted. 


Must Explore Other Systems 


bg Installation of a new accounting sys- 
tem will be carefully studied but deter- 





Wi} mination of what system, if any, should 
imei be substituted must wait until “after we 


1 sat 


have made careful exploration of all 
systems.” 
VA has acted on suggested changes 


atl where it has been shown they would 
tsOPE expedite insurance work. There is no 


> 
‘al 


n 





pits 


“i keeping premium records, 


life companies in 
VA has a 
workable system as demonstrated by the 
Mi fact that some VA offices are on an up- 
“Eto-date basis and functioning well. 


(However, Mr. Breining declined to 


uniformity among 





| ai name the offices.) 





It is not “well-founded” to say veter- 
ans are dropping NSL insurance on ac- 


XUM 


count of VA inefficiency. Tests in some 
offices showed that those who let their 
insurance drop have had no dealing with 
VA. They have resulted largely from 
men leaving military control. 

There has been some difficulty locat- 
ing NSL records but in the course of 
decentralizing NSL administration mil- 
lions of records were moved under con- 
ditions which made some displacements 
unavoidable. Records were decentral- 
ized on the basis of the last known ad- 
dress and thousands of veterans moved 
without notifying VA, though they were 
notified where their records were being 
sent. As to there being more complaints 
about insurance than any other phase of 
the veterans benefit program, there have 
also been more veterans involved with 
insurance than in any other phase of 
the program. 

Letters are not “invariably ignored,” 
thereby causing weeks and months of 
delay. Sometimes these delays happen 
but a month’s delay is the exception 
rather than therule. On Oct. 15 VA had 
201,000 letters on insurance waiting re- 
ply but its weekly output of replies 
exceeded 81,000 during the first two 
weeks of October so there was less than 
three weeks’ over-all backlog. Most 
letters require accumulation of consid- 
erable data. VA receives almost 15,000 
insurance letters a day requiring re- 
plies. There is a considerable backlog 
of applications for NSL conversion but 
the backlog is being reduced. 

Delays have caused some overlapping 
action but some is due to veterans com- 
municating with different offices about 
their insurance. Undoubtedly some vet- 
erans who pay premiums regularly have 
received lapse notices but these notices 
have enabled the VA to straighten out 
their insurance accounts, 

No one at VA has shrugged off any- 
thing with complacency. VA _ people 
have worked hard and foregone leaves. 

The committee statement that VA 
records are rarely up-to-date is not sup- 
ported by the facts. It is impossible to 


state the amount of NSL surplus be- 
cause liabilities cannot be determined 
until final decision in the Zazove case. 
Service is continually improving. Re- 
ports of complaint letters have dimin- 
ished greatly and VA is getting not 
a few complimentary letters. At least 
95% of NSL insured are getting satis- 
factory service and VA is fast straight- 
ening out the accounts of the other 5%. 


V.F.W. Investigating 
NSLI Delay Reports 


WASHINGTON—The Veterans of 
Foreign Wars is making its own inves- 
tigation of the situation with respect to 
handling of National Service life mat- 
ters by the veterans administration. 
V.F.W. has asked its field branches, lo- 
cated in the same cities as VA branch 
insurance offices, for data regarding the 
handling of National Service life claims. 

V.F.W. submitted a list of 34 questions 
to Harold Breining, VA assistant ad- 
ministrator for insurance, which were 
based on the recent report of a House 
veterans affairs subcommittee severely 
criticizing National Service life admin- 
istration. Mr. Breining did not answer 
all the questions, a V.F.W. spokesman 
said, to which a VA spokesman retorted 
all but two which concerned public 
relations had been answered, and those 
two would be. 

The questions and answers have not 
been made public and V.F.W. indicated 
they might not be. It is expected the 
information so obtained, together with 
that from V.F.W. field agents will be 
utilized by the veterans organization in 
consideration of problems of NSL ad- 
ministration and VA organization. 








Thirteen agents gathered at the home 
office of Mutual Life for an educational 
and business conference. All had been 
cited for their records in the field during 
the past year. 








corporations, 


everybody benefits.” 


less. 





Red Feather 


Between now and Thanksgiving the Community Chest 
idea is at work all over these United States, gathering 
the subscriptions to finance the service of the year. “The 
Community Chest is people in action, giving. Individuals, 
labor, organizations, all give because 


Not the least benefit is that to those who unselfishly 
do the work, contributing time, money, and effort to 
achieve the goal, because they believe that “a community 
is a joint stock company in which no man lives for him- 
self alone. When one member of the human family suf- 
fers we all suffer. In helping to build better commu- 
nities in which to live, work and do business, we believe 


we are building a stronger nation.” 


In Philadelphia alone the Red Feather has 30,000 
volunteer workers. The country’s total must be number- 
All these givers-of-themselves gain in strength 


while they strengthen the nation. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















TRAINING SAME AS COMBAT 
Supreme Court Not 


to Hear Appeal on 
D. I. War Clause 


WASHINGTON The U. S. Su- 
preme Court has denied certiorari in 
Hooker vs. New York Life, a case in- 
volving the war exclusion in a double 
indemnity provision. 

The insured was a captain in the ma- 
rine corps and was killed while on man- 
euvers in New Zealand. His benefici- 
ary contended that because death oc- 
curred at a point remote from any com- 
bat activities the war clause should not 
apply. The federal district court at 
Chicago agreed with this view but was 
reversed by the seventh circuit court 
of appeals, which held that the insured’s 
training and preparation for actual com- 
bat brought the war exclusion into play. 
The beneficiary appealed to the U. S. 
Supreme Court. 











Union Pressure Strong for 
Employer-Pay-All Group 


Union pressure has played a consid- 
erable part of late in influencing man- 
agement to switch from contributory to 
non-contributory group plans or to lib- 
eralize the company contribution. A 
good example of this is to be found 
among the 67 companies that are mem- 
bers of Tristate Industrial Assn. of the 
Pittsburgh area all of which have non- 
basic steel workers’ contracts. Manage- 
ment contribution has recently been in- 
creased by 13 of these steel fabricating 
concerns as part of labor agreements 
and four have taken over full payment 
of group costs. 

This labor pressure for employer-pay- 
all has resulted in an increased number 
of new cases being written although 
nothing like the level in this regard is 
being reached that was found while the 
excess profits tax was in effect. Non- 
contributory plans have been installed 
recently in some plants where there pre- 
viously was labor opposition to a plan 
to which the worker would contribute. 

There are still a great many group 
men, however, who feel that some con- 
tribution by the employe is desirable be- 
cause, paradoxically, the employe does 
not appreciate and easily forgets any 
benefits for which he does not pay some 
slight, reminding sacrifice. 





Companies’ Dividend Action 


Among companies continuing their 
1947 dividend scales throughout 1948 are 
Bankers National, Beneficial, Fidelity 
Union, Lincoln Mutual, Sunset, Union 
Mutual and Western Reserve. National 
Equity is continuing its present scale 
to May 1, 1948. 

New England Mutual is introducing a 
new scale with approximately the same 
disbursement as in the 1947 scale. 

Northwestern Mutual will continue 
the same dividend scale in 1948 as was 
paid in the last two years on anniver- 
saries of policies issued prior to 1947 
under American experience mortality 
table, E. G. Fassel, actuary, announced. 
Rate of interest on option settlements 
and dividend accumulations continues at 
3%. 

Dividends payable in 1948 on the new 
series of policies issued in 1947 on the 
new C.S.Q. mortality table will be the 
same as illustrative dividends already 
published. 

Northwestern Mutual now has more 
than $5% billion of insurance in force 
on 1% million policies. Annual divi- 
dends~ payable on policy anniversaries 
in 1947 total $41,300,000. 

A new form of manual for the new 
C.S.O. rates, values and dividends will 
be distributed to agents about Jan. 1. It 
will consolidate the rate book, dividend 
manual, ledger statements and annuity 
manual into a single, compact, pocket- 
size book. 
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Incentive Plans for Office 


Workers Show Good:Results 


Excellent results from incentive salary 
plans in the home office of the Aetna 
Life group were reported by James B. 
Slimmon, vice-president and secretary at 
the American Management Assn. con- 
ference on office management and prob- 
lems in New York City. 

Mr. Slimmon said that Aetna found 
that when the plan is well administered 
in a department most of the employes 
working under the plan earn some addi- 
tion to salary, the average amount be- 
ing 20%. After payment of this in- 
creased salary cost there is an average 
reduction of about 30% in the labor cost, 
due to greater efficiency, from which 
about 10% should be deducted to cover 
the cost of installation and maintenance 
of the incentive plan, leaving the com- 
pany a net saving of 20%. This means 
that the net savings to the company are 
about equal to the additional amount 
paid to the employes. 

Aetna Life’s plan calls for payment 
of the same basic salary the employe 


has been getting with the same merit 


increases for those working on incen- 
tives as for those not on incentives. An 
efficiency of 100% was defined as the 
rate of production which the average 
well trained employe should be able 
to maintain through the day without 
undue fatigue and 1% of basic salary 
was offered for each percent of efficiency 
over 70. 

Not all office work is adapted to in- 
centive pay plans. The first step in in- 
vestigating their possible use is to review 
job descriptions to see if they meet 
these necessary requirements: there 
must be at least four employes doing 
interchangeable work so that there will 
be a fair chance of saving at least one 
clerk’s full time in sharing the savings 
with the remaining three as the incen- 
tive. The rate of production should be 
under the control of the person doing 
the work. A stenographer taking dic- 
tation, for example, would not meet this 
requirement. There should be a rela- 
tively continuous supply of work and 
the procedure should be governed by 
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Commentary 


NSLI Can Be Helpful 


There are many men in this country who were by age 
eligible to own National Service Life Insurance who 
4 don’t have it. About ten million men between the ages 
of 20 and 41 were never in the Armed Services. Most 
of them would have bought NSLI had they served. 


To these men we can say, “You were 4-F,” or “You 
were in a highly essential occupation,’ or “You had de- 
pendents and your draft number was way down the list 
—so you weren't in the service during the war. Since 
you weren’t, you were denied the privilege, granted 
some 14 million men, of owning NSLI—which was, and 
is, a great bargain. Had you been in the service you 
would have $10,000 of splendid life insurance in addition 
to what you do have. You can easily fill in that gap 


Many a man may be motivated into action by the real- 
ization that he has $10,000 less life insurance than he 
would own had he served in the Armed Forces. 


Insurance in Force, Sept. 30, 1947 — $334,446,536 


COMMONWEALTH 
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¢_ MORTON BOYD, President 
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definite rules. Nevertheless, some work 
governed by rules is quite complicated as 
well as varied but is still adaptable to 
incentives as long as the over-all volume 
of the work is large and differences in 
types of individual tasks can be averaged 
out and remain fairly constant. 

Time studies are made, very much as 
in a shop, though before that the work 
is observed closely to see if changes 
in method might be desirable. Arrange- 
ments for maintenance of quality stand- 
ards are important. Sometimes this can 
be done without any specific penalties 
for errors while in other types incorrect 
work that has to be done over is done 
without additional credit or else cash 
penalties for each error are charged 
against bonus earnings. In other words, 
deductions are never made from basic 
salary and penalties are not carried over 
from one bonus period to another. 


Must Avert Resentment 


Mr. Slimmon listed among the points 
essential to the plan’s success guaran- 
teed time standards, so that employes 
will not feel resentful because rates are 
being tampered with for reasons which 
seem unnecessary or unfair; assurance 
that employes will not be discharged 
because of the installation of the in- 
centive plan; keeping employes who are 
on incentives on exactly the same salary 
basis as those who are not. 

Employes under the incentive plan 
have nothing to lose but can substan- 
tially increase their earnings if they put 
forth the necessary effort which is in 
reality little more than closer applica- 
tion to work and the resisting of dis- 
tractions, Mr. Slimmon said. Employes 
working on the incentive plan get the 
feeling that they are working for 
themselves. 


Says Insured Should Act 
on Low Interest Rates 


“It is tempting to suggest to the life 
insurance policyholders that they do 
something” about the “fanatical” desire 
of Treasury officials to maintain low 
interest rates, according to President 
T. I. Parkinson of Equitable Society. 
Mr. Parkinson said he marvels at the 
“innocence of the patriotism” of life in- 
surance policyholders who have endured 
artificially low interest rates, which he 
maintains are possible “only by the con- 
tinued creation through a camouflaged 
printing press of excessive amount of 
that which we call money.” He said 
if this is not stopped nothing 
very effective can be done about rising 
prices. 

Mr. Parkinson said that there are 
some things that can be done under ex- 
isting laws which should have been 
done by the federal reserve board and 
the federal reserve banks, while there 
are other things which can be done 
only with further authority from Con- 
gress. The fact that the federal re- 
serve board has so long delayed using 
the powers which it now has opens it 
to the suspicion that it has been de- 
liberately declining to use them so that 
the situation would develop to the point 
where it would be granted other powers 
for which it has been asking Congress, 
he said. 








Complete A. & H. Seminar 
Content for L.I. A. M. A. 


The luncheon and afternoon seminar 
of the Life Insurance Agency Manage- 
ment Assn. committee for companies 
writing accident and health and ordinary 
immediately after the annual meeting 
will be steered by F. Hobert Haviland, 
vice-president Connecticut General. 

R. H. Belknap, chairman of the com- 
mittee and director of agencies Occiden- 
tal of California, will lead off the pro- 
gram with a review of the A. and H. 
business and specific recommendations. 

Several topics will be discussed 
at the meeting. The leaders are: G. A. 
L’Estrange, vice-president and agency 
director, Wisconsin National, and H. P. 
Skoglund, president North American 
Life & Casualty; Travis T. Wallace, 
president, Great American Reserve. 


J. W. Sayler, vice-president in charge, 
sales Business Men’s Assurance, © 


Teachers’ Meeting Is Set » 
for Dec. 29 at Chicago 


American Assn. of University Teags 
ers of Insurance will meet Dec, 99 , 
the Drake Hotel, Chicago, according 
notice from J. Edward Hedges, Indiay 
University, the secretary. President ¢ 
A. Kulp, University of Pennsylyany 
stated that the program will be » 
nounced in the near future. 

As forecast at the Philadelphia meg 
ing last January, this marks a return 
the traditional meeting time of the agg 
ciation. Two meetings were missed } 
cause of the war and the past two we 
held in January, due partly to the hot 
problem and partly to the fact that 
number of universities were still und 
accelerated programs and professors 4 
not get enough Christmas vacation { 
attend a meeting. The insurance gro 
commonly meets at the same time q 
American Statistical Assn. 


William H. Gage, who has been, 
agent of Northwestern Mutual Life 
Detroit for 47 years, celebrated his 754 
birthday last week. He was selects 
by the Detroit “Free Press” for its d 
birthday feature, “We Congratulate”, 
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YEAR-END PLAN. 


NING WITH THE AGENT IS 
EITHER INCIDENT OR 
EVENT. 

* ok * 
IF PLANNING FOR 1948 is 
an incident, nothing much hap- 
pens. Plans are laid. Execution 
falls by the wayside. 
SEEKING TO SOLVE THIS 
PROBLEM, our ROBERT M. 
RYKER, director of field re- 
search, set about building a plan 
book which would find the story 
behind the figures — delving 
‘deep into reasons why— 
AND UPON THE BASIS 
OF THE “INTERPRETA- 
TION” of 1947’s record, organ- 
ize definite plans for improve- 
ment in 1948. 
AND BY THE USE OF A 
NONOGRAM, the agent 
scales his 1948 results—for it 
gives him a blueprint of actual 
improvement. 
NO, MR. RYKER’S PLAN 
BOOK doesn’t invite the super- 
visor and the agent to an easy 
hour or two of checking the 
books. It is a difficult plan 
book because of the demands it 
makes. But should year-end 
planning be otherwise? 


OUR MEMBERS HAVE RE- 
CEIVED THEIR COPIES. IF 
YOU WOULD LIKE A COPY, 
THE PRICE IS $1.00 AND 
WE’LL MAIL IMMEDIATELY. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


RESEARCH & REVIEW SERVIC 
INDIANAPOLIS: 
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Stockholder Sues to 
{Bar Union Central 


iMutualization Plan 


CINCINNATI—Asserting that the 
company’s assets and earnings have in- 
of creased materially and its financial posi- 
tion has greatly improved since a mu- 
tualization program was adopted in 
1941, W. T. Stewart, acting individually 
and as trustee for Charles H, Stewart, 
“B Palm Beach, Fla., has filed suit in com- 
mon pleas court seeking an injunction to 
stop Union Central Life from carrying 
out its mutualization plan. Stewart is 
the owner of record of 5,775 shares of 
@ the 125,000 shares of $20 par stock out- 
standing for which he would receive $25 
per share under the plan. 





large oj 


















deal Mr. Stewart asserted that when the 
e a) mutualization plan was formulated the 
fA. ’ price to be paid was $25 a share but that 
© @ wow the actual value of his stock is far 
higher. He said that the company, in 
een spite of his objection as a stockholder, 
Life 4 has threatened to consummate the mu- 
ris 734 tualization plan. 
> ie 
cecil WNION CENTRAL STATEMENT 
ate” W. Howard Cox, president, in a 


statement regarding the suit, said, “Mu- 
tualization was begun and has proceeded 
uider the provisions of the Ohio 
statutes which provide for the protec- 
tion of the rights of both the policy- 
holders and the stockholders. The plan 
has been approved by the directors, 
wee stockholders, policyholders and Ohio su- 
@aperintendent of insurance, the four 
@ steps provided in the mutualization law. 
As soon as this litigation has been fa- 
yorably determined, as we anticipate, 
mutualization will be completed.” 











“i Prudential Leaders Gather 
at Houston Nov. 19-21 


The Prudential convention for its lead- 
ing agents all over the country will be 
held Nov. 19-21 at Houston. Managers 
and assistant managers will attend from 
IS each agency plus the agents who qualify. 
R This is the second such annual meeting, 
the inaugural having been held at Atlan- 
tic City last year. 








> fF Advanced by John Hancock 


Harold J. Taylor has been appointed | 
associate general counsel of John Han- | 


2 cock Mutual. He 
» |phas been associate 
i counsel for 14 
y years and had pre- 
g viously been with 
the Massachusetts 
S department as 
counsel. A gradu- 
ate of Boston Col- 
lege he took his 
bachelor of laws 
degree at Boston 
AB University law 
t Bschool and began 
t his law career in 
l Bthe office of a 
former district at- 
J torney of Suffolk county, Massachusetts. 
s He is the author of numerous treatises 
y on insurance law. 
e teas 
n 
t 
1 





H. J. Taylor 


Badger to Talk to Bankers 


Sherwin C. Badger, second vice-presi- 
dent and financial secretary of New 
England Mutual Life, will address the 
mid-year meeting of the National Assn. 
of Mutual Savings Banks in New York, 
Nov. 10 on “Easy Money and the Print- 
ing Press.” He will discuss the federal 
fiscal policy. 


—_— 
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The function of the life agent in in- 
stalling a pension trust is only as pro- 
moter and coordinator, Julius Stein, pen- 
Sion specialist, told the San Antonio 
Trust Council. The agent must be ad- 
Y'sed and aided by the lawyer, tax 
Specialist, accountant and trust officer, 



















Whose functions he cannot hope to fill. 
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N. Y. State Agents 
Assn. Meets Nov. 14 


Savings bank life insurance will be 
discussed at the mid-year meeting of the 
New York State Assn. of Life Under- 
writers to be held at the Van Curler 
Hotel, Schenectady, Nov. 14. The story 
of conferences between savings bank and 
life insurance people will be released; 
the stand of the insurance agents will 
be decided, and a concrete proposal will 


be offered as to definite aims with re- 
spect to this subject. 

Albert Hirst, New York City, counsel 
of the state association, will report 
on law cases in which the organization 
has intervened during the past year. 
There will also be a progress report on 
the studies being made on section 213 
of the New York insurance law which 
deals with agents’ compensation. Clancy 
D. Connell, general agent Provident 
Mutual, New York City, will be the 
speaker when the Schenectady Life Un- 
derwriters Assn. acts as host to the 


group at a luncheon. 

A general committee meeting will be 
held Nov. 13, with S. C. Collins, Met- 
ropolitan Life, Buffalo, as chairman. D. 
B. Fluegelman, Northwestern Mutual, 
New York City, president of thé asso- 
ciation, will preside. 


Stage Educational Series 


Life Agency Cashiers Assn. of De- 
troit & Windsor and General Agents & 
Managers of Detroit, Inc., are conduct- 
ing a series of four educational meetings 
at Detroit, to continue through Nov. 20. 
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Sometime after age 45, nearly 
every man may expect enlargement 
of the prostate gland. With advancing 
age, the swelling may interfere with 
the passage of urine from the bladder. 
In the great majority of cases the 
condition is simply a benign enlarge- 
ment of the gland tissue which re- 
sponds readily to medical or surgical 
treatment. 

While most milder cases of prostate 
trouble can be cleared up through use 
of the so-called miracle drugs, by 
prostatic massage, or by means of 
glandular therapy, about eight per 
cent of all men who reach 60 require 
prostate surgery. The percentage, in- 
cidentally, rises sharply at later ages. 

As late as 1930, the prostate oper- 
ation was a dreaded ordeal with 
mortality as high as 40%. Today, 
advanced surgical techniques have 
reduced deaths to as low as 4% of 1% 
—with 10 times as many operations, 
The modern surgical procedure, 


Development of the resectoscope (one type 
illustrated above) in the 1930's enabled © 
removal of prostatic enlargement without 
abdominal incision and with virtually no 
discomfort to the patient. 


‘Reuse she for 


GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 


lines indicate 


people 


called transurethral resection, re- 
quires no incision and need now hold 
no fears at any age. Instead of hos- 
pitalization for at least a month, 
patients can now go home in 8 days. 
A six month rest period used to be 
“doctor’s orders.” Back at work in 
three weeks is now common. On full 
recovery, the individual may even 
qualify for life insurance. 


Modern resection of the prostate is 
typical of today’s technical advances 
in surgery—of the chest, stomach, 
heart, bones, brain and colon. All con- 
tribute much to geriatrics, the science 
of helping older people enjoy life 
longer. All are helping to give the 
40-year-old man or woman the 


Enlargement of the 
PROSTATE GLAND 


A sex gland composed of innumerable small 
coiled tubes, the prostate surrounds the ure- 
thra below the bladder. With advancing age 
the gland often enlarges, sometimes ham- 
pering urination. Recent surgical techniques 
make possible the removal of the obstruction 
with minimum discomfort and with nearly 
100% recovery. At left: Enlarged prostate 
before resection of abnormal tissue (dotted 


urethra). Below: Abnormal tissue removed. 


q 









size of normal prostate and 
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Semi-schematic drawings by Jean E. Hirsch 


past 40 


promise of at least another thirty 
years of enjoyable living. 

Full enjoyment of these years calls 
for financial solvency, best attained 
through a sound program of savings 
and life insurance. Your NWNL 
agent, paid not primarily for how 
much insurance he sells you but for 
what you keep in force, has a strong 
interest to provide you with just the 
kind and amount of life insurance you 
need and can afford. He can help you 
plan wisely for a financially com- 
fortable future through life insurance. 


FREE PAMPHLET: “ The Prospect 

Sor the Prostate” describes fully the func- 
tions of this gland, symptoms of disorder, 
proper diagnosis and treatment. Sent free 
on request. 


NORTHWESTERN .Wattonal LIFE 


INSURANCE 
O. J. Arnold, President 
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Minneapolis 4, Minny 
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What About the Agent Who Is 
Interested In “Management”? 


. our “Unit Manager” plan 
provides an open door to 
that type of opportunity 





7@°HIS COMPANY subscribes to the policy of encourag- 
ing underwriters who are qualified to go into manage- 

ment work. 

Instead of waiting for an opportunity to unfold, we fre- 

quently go to considerable lengths to create an opportunity 

when the time is ripe. 

Our Unit Manager plan permits an individual who is ready 

for management to devote part of his time to building and 

training a unit within an agency office. The balance of his 

time is spent on personal production. An intensive train- 

ing period precedes this type of activity. 

Our experience has shown that this plan permits a man to 

build solidly for the responsibility of full-time manage- 

ment. 

We are proud of the fact that over two-thirds of our pres- 

ent managers have “come up through the ranks” of our 

own organization. 


e This is the seventh in a 
series of advertisements 
presenting ONE company’s 
opinions on the subject of 
“career underwriting.” 











+ HOME OFFICE 


A Company of CAREER Underwriters SACRAMENTO 







































INCREASE YOUR SALES 


COMPLETE INSURANCE PROTECTION FOR YOUR 


POLICYHOLDERS 
Life 
Including Juvenile — Family Group — Retirement Bonds 
Accident — Health — Hospitalization 
Lifetime Disability Coverage 
AGENCY OPENINGS IN 


Callif., Ill., Ind., Kans., Mich., Mo., Neb., N. J., N. D., Ohio, 
Wis. and Wyo. 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


C. G. Ashbrook, Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 

















Ordinary Sales 


Selling of life insurance for small es- 
tates should be a daily habit of the 
agent, N. F. Capella, assistant manager 
of John Hancock at Englewood, Ill, 
declared in the three regional meetings 
conducted by the Chicago Assn. of Life 
Underwriters. He discussed prospect- 
ing for and selling of small estates. 
By analyzing his collection book, he 
has discovered sales possibilities in set- 
ting up small life insurance estates in 
addition to just burial insurance, which 
have produced as many as 24 applica- 
tions for $9.90 new weekly premium in 
one day for him. 

Mr. Capella said a very effective step 
is to mark each policy upon delivery, in- 
dicating the purpose for which it was 
sold. This helps in conservation, for 
the insured dislikes to lapse an educa- 
tional policy for a child, for example, 
or a policy for a clean-up fund, etc. 


Prospecting Most Important 


He devotes a great deal of time to 

prospecting. “It has been my experi- 
ence that the average salesman doesn’t 
have much trouble selling the article 
if he has the person or persons to sell 
to,” he said. Much time may be saved 
the agent by operating through a good 
center of influence. Other prospects 
can be secured by making service calls; 
securing changes of names or benefici- 
aries; calling on new. homes on the 
debit; getting acquaintéd and develop- 
ing a new center of influence; from 
reading newspapers, such as births or 
deaths; following down death claims 
and matured endowments. Mr. Capella 
also does a great deal of cold canvassing. 
He uses a planned approach and seeks 
to have the first word after the greet- 
ing, in this way being on the offensive 
instead of defensive. He finds selling 
through the eye gets best results and 
so calls on his prospects with a pro- 
gram set down on paper showing 
present insurance as well as proposed 
policies. He always tries to sit close 
to the prospect as it is easier for the 
man to say “no” when he sits across 
the room. 
Sales technique was discussed by M. 
J. Morris, assistant district manager of 
Prudential. He believes in “AIDA,” 
which he defines as securing the pros- 
pect’s attention, stimulating his in- 
terest, creating a desire for the proposed 
plan, and then taking action to put it 
in operation. 


How Morris Operates 


Mr. Morris secures attention by show- 
ing the man something new and differ- 
ent, such as charts, checks, surveys, 
synopsis forms, social security forms, 
or other sales helps which the company 
provides or he can devise. He secures 
interest by telling the man something 
about life insurance that he does not 
know, and dealing with his own per- 
sonal problem, after he has been shown 
that a problem does exist. The pros- 
pect also must be shown that some- 
thing must be done about the problem 
right away. Then, in creating desire 
for the proposed plan, Mr. Morris uses 
visual sales aids, clippings and word 
pictures. At this stage of the interview 
he attempts to secure the prospect’s 
acknowledgment that the need exists, 
and that he is conscious of it. Mr. Mor- 
ris uses what he calls “pry questions” at 
this point which help to determine how 
successful he has been so far in the 
interview, and also help the prospect to 
take a step toward solving his problem. 
“If we have followed the three steps 
as outlined,” he said, ‘we have reached 
that part of the sale where we must ask 
him to buy. Remember, he won’t buy 
unless we ask him. Closing is not a 
separate art as so many salesmen think. 
It is nothing more than following 
through with the thoughts that have 
been outlined to the client. Premi- 
um arrangement, medical examina- 














tion, beneficiary arrangement, always 


Told at Chicago Regionals 


their OW 
pendence. 
Selling 
taken up | 
nger of 3 
ing agenc 
ery 0 
are key thoughts in closing, Se ordi 
you do not receive an affirmative answefnore bes: 
it is time for fou to review your gaffe routi 
and see what step you have been Weak poportuni 
on. hundreds 
Marie A. Stumb, special agent of théacts of tl 
Todd agency of Northwestern Mutygpéebit call 
spoke on “Life Insurance Is My Bug.become t 
ness.” She said she liked to play ,they are 
part in helping to solve men’s problemsppects. 
as she realizes people are not able tgeourteous, 
interpret the technicalities of how fijglike. He 
insurance affects them as _ individuakgcompany s 
without the guidance and assistance gigand how 
the agent. “We de 
It is not enough merely to have th—petvicé 
valuable tools, training, etc., of the life pection 
agent, for there 'must be developed alg’ The 
a firm conviction that the product wij—ct¥s¢ mG 
solve the human problems of worry jon, Vd 
fear and need for dependents. She onscienti 
said that the needs of men for cash qf fave is 
death for clean-up fund, to provide refChanges | 
adjustment income to wife, to hold the id 
family together until children are self. Ame 
supporting, to provide a life income pput *.¥% 
widow after dependency period, to pa changes | 
af iberalizati 
off the mortgage, to provide for chil : 
dren’s education, etc., are solved bes eons 
by life insurance which, she said, haf? eo F 
the capacity to do more toward solvingf a otha 
these problems than any other deyie(™) ©! 
known to man. Bieta I 
The agent’s success depends largeyfighten pa 
upon how well he succeeds in uncover-Bhis subjec 
ing his prospects’ problems, she saidfoproach | 
for it makes no difference whether thefome busi 
prospect is large or small, he will buyh change | 
life insurance only if he thinks it wil complete 1 
solve a problem for him. kurance pr 


he said. 
Tells Fundamental Problems He said 


There are only two fundamental pave entrs 
problems, from which all the others {itastically 
stem, she said: (1) Will there bepnd they \ 
time enough in which to build capita fiuties if 
sufficient to produce enough incomegvonderful 
when money at work must be substi foteat serv: 
tuted for a man at work? (2) If there—" so doir 
is money enough, will it be secureptantial ar 
against hazards and human frailty long plement s 
enough to meet the needs of the bene.puch appro 
ficaries who are dependent upon it? rdinary 

“I like the life insurance business,” owed by 
Miss — — — there is no 
worry about safety. o shortage of 
materials, no labor problems. I love edg 
create by a stroke of a pen something 
that wasn’t here yesterday, is here te of Tec 
day. I like men to trust me. ike 
men to tell me all about themselves. If Dr, J. E 
like the kind of men I’m associated withfhsurance a 
—they would be leaders anywhere. fome secré 

“I like to pick the people I want toPniversity 
do business with. I like knowing thatfeeding Dr 
my boss won’t be mad if I make more#ennsylvan 
money than he does. I like knowingfetary’s 
that no one has to die or retire in ordePloomingtc 
for me to make progress. I like work gd probab 
ing at something where the sky is thepiter the n 
limit. I like knowing that when I makePhicago De 
a dollar, the client makes many more. Dr. Kline 

“TI like the security that comes with: mene 
(a) My skill in selling, which no omfiihi. Is 
can take away; (b) my renewal ay make re 
counts. I get a thrill out of influencing, pn. Kj, 
men’s minds to sound conclusions {brily and { 
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their own benefit. I like my inde- 
endence.” : 

Selling ordinary on the debit was 
taken up by Harold Stein, assistant man- 
ager of Metropolitan Life in the Sperl- 
ing agency. He believes debit men have 
every opportunity to write ordinary 
ng, that ordinary agents have, and many 
answerfmore besides. The collection and serv- 
Ur sakfice routine offers debit men_ special 
N WeakMopportunity, for they meet so many 
hundreds of people and learn many 
facts of their family arrangements. The 
Mutual iebit calls must not be permitted to 
y Bugigdecome too perfunctory, he said, for 
play ,gthey are the greatest source of pros- 
oblems:ppects. The agent should be prompt, 
rteous, friendly, helpful and business- 
He should know his business, the 
ompany’s policies, modes of settlement 
and how to apply them. 
“We debit men have a great deal of 
kervice work to do besides our routine 
ollection calls,” he said. ‘Sometimes 
were tempted to rush these calls be- 
ause they offer no direct compensa- 
ion. I'd urge that these be made 
onscientiously; their hidden potential 
value is tremendous.” 


hanges Make Opportunities 


He said the life business is not static, 
but always is in a state of flux, with 
hanges in policy forms, restrictions, 
iberalizations, etc., which give the agent 
ontinuous vantage points from which 
9 serve policyholders better. The ag- 
pressive agent can make opportunity of 
every change. The changes which be- 
come mandatory Jan. 1 due to the 
Guertin laws offer opportunity to en- 
ighten policyholders and prospects on 
this subject. Mr. Stein has found this 
approach quite effective. It has closed 
her thefome business for him already. Even 
rill buy f, change of age is sufficient reason for 
it willomplete revamping of an existing in- 
kurance program, and with justification, 
he said. 
He said the debit men outstandingly 
1mental Pave entrée to the homes which are 
othersfitastically affected by social security 
ere fepnd they would be very remiss in their 
capita fiuties if they did not try to tell “its 
wonderful story” to people on the debit. 
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largely 
ncover- 
e Said, 


income : I 
substi foteat service can be done this way, and 
£ theref" So doing the agent can place sub- 


secureptantial amounts of insurance to sup- 
ty longplement social security benefit. One 
> bene puch approach helped to close a $40,000 
t?  prdinary case for him, which was fol- 


siness” owed by an additional $10,000. 


2 is no 
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love to 
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edges Secretary 
«eopt Teachers Group 


ves. If Dr. J. Edward Hedges, professor of 
od withfhsurance at Indiana University, has be- 
ere. ome secretary of American Assn. of 
vant toniversity Teachers of Insurance, suc- 
ig thatfeeding Dr. €. A. Kline, University of 
e morgennsylvania. The transfer of the sec- 
nowinggetary’s office from Philadelphia to 
n ordeBloomington is being made gradually 
, work §id probably will not be completed until 
is thegiter the meeting of the association in 
I makePhicago Dec. 29. 
nore, | Dr. Kline served as secretary for eight 
5 with’"s and requested release from his re- 
aa ponsibilities at the meeting in Phila- 
1 a elphia last winter. It was impossible 
val acg k E 
+ © make a change on such short notice, 

a 0 Dr. Kline agreed to continue tempo- 
ms M@Erily,and the members voted the execu- 
ve committee authority to arrange for 
new secretary.. Dr. Hedges’ appoint- 
lent was on an interim basis, but he 
ill undoubtedly be elected to this of- 
te at the December meeting. 
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Dwight Hollister, Wellesley Hills, 
Hass, has been appointed a director of 
Bolumbian National Life to replace 
oger W. Babson, resigned. Mr. Hol- 
Bter is president of Babson Statistical 
ganization and A.P.W. Paper Prod- 
ts Co. Albany, N. Y.; chairman of 
eldutograph Corp., New York, and 


te-chairman of the Gamewell Com- 
nies, 
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@okerage questions instantly! $3.00 from 
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N.A.L.U. Training 
Course Is Launched 


The life underwriter training council 
course of National Assn. of Life Under- 
writers was officially launched last 
month at a conference in New York, at 
which more than 50 general agents and 
managers, whose men are enrolled in 
local classes, attended. 

The first of five classes in section 1 
will be conducted in the New York 


area under the supervision of Edmund 
L. G. Zalinski, managing director. They 
are located in cities which will act as 
tests to show problems in different popu- 
lation centers. 


$143, Million Mortgage 

John Hancock has obtained a first 
mortgage of $14,750,000 on the forty 
story Equitable building in downtown 
New York City. The mortgage replaces 
one for more than $15 million held by 
Equitable Society. It is the second 


largest outstanding first mortgage on an 
individual property in the city, being ex- 
ceeded only by a $27 million mortgage 
held by Metropolitan Life on the Em- 
pire State building. The new mortgage 
will run for 25 years. 


Kellaway Succeeds Kahn 


Mayer Kahn, district manager of John 
Hancock at Gary, Ind., has retired on 
reaching age 65, after 20 years in that 
post. He is succeeded by Everett S. 
Kellaway. 








POLICY OR BOND 
NUMBER 


749396 


ij] THIS RECEIPT MUST BE COUNTERSIGNED 


REPRESENTATI 
= 
fF E BI25 





™ 


VE LIFE INSURANCE COMPANY _ 





IBM Equipment 
Speeds Premium Accounting 


With IBM machines, premium notice and receipt 
writing are accomplished as a by-product of the 
premium accounting procedures; the routines by 
which collections are audited, premiums distrib- 


uted, commissions paid. 


Every policy-holder, from whom a premium be- 
comes due, receives a notice. This is insured by 
a positive machine check between two independ- 


ently maintained records. 


Production and persistency records by agency 

















and agent, in any desired detail, are available from 
the same IBM card records that write notices and 
audit collections. 

An IBM installation, either in your office or in 


an IBM Service Bureau, can handle practically 


any type of insurance accounting problem. These 
IBM Service Bureaus, equipped with Electric 
Punched Card Accounting Machines and manned 


by skilled personnel, are conveniently located in 


principal cities. 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
PROOF MACHINES... SERVICE BUREAU... ELECTRIC TYPEWRITERS... 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 





International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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Sales Ideas Given 
at Provident 
Mutual Regional 


A number of good sales ideas came 


Wade, general agent at Daven- 


yourself every morning ‘No prospect- 
ing today—no business tomorrow.’ 

you can keep this truth constantly in 
mind the prospecting problem will be 
reduced and tomorrow’s business will 


fluence are my best source of prospects. 


cause they know who is making the 
money and they are always glad to 


SAUCE 
FOR THE 
GANDER 


Tue LIFE UNDERWRITER who sells income secu. 
rity for his client is entitled to the same thing for 
himself. 

Yet no agent's income is safer than the renewals* 
on which it is based. 

That's another reason more Occidental agents are 
selling Life Insurance in combination with Acci- 
dent & Sickness these days. 

Both the Life Insurance and the Accident & Sick- 
ness stay on the books better when sold in com- 
bination. 

This is noticeable when the policyholder is well 
and healthy. It’s even more noticeable when dis- 
ability cuts off his normal income. 

Combination policies thus insure your renewals 
while they insure the policyholder’s insurance. 


OCCIDENTAL LIFE Insurance Company 


ie laliforncic % V. H. JENKINS, Senior Vice-President 


“We pay lifetime renewals-they last as long as you do” 





understanding and sympathy intangible 
to a child? No, it is all very real an 
tangible to me. I have peace of mind 
in knowing that if I shouldn’t return 
home from work my wife will not have 
to turn over the keys of our home to 
the mortgagee, nor cancel the milk de- 
livery nor apply to the welfare office.” 
- : . G Aiken, Davenport, said a large 
: Provident Mutual’s regional estate case developed when Mr. Aiken 
meeting in Chicago. On prospecting showed a policy owner the large estate 
, ; - ; tax liability that would be incurred by 
this formula: Remind his wife at his death. The solution was 
a policy on the policyholder’s life paid 
for by his wife. A second case de- 
veloped where the prospect bought $75,- 
000 of life insurance on his son’s life 
i V and for which he paid $2,000 in premi- 
be on its way. I find centers of in- yms annually as a gift, thus reducing 
é his estate and increasing that of his 
Salesmen are particularly helpful be- con. A third resulted when an un- 
insurable friend agreed to make annual 
: premiums as a gift to his wife in order 
help another salesman out. Attorneys that she might pay for $10,000 of short 
are also useful. I find it is good strat- term endowment on her son, aged 1. 
egy to reciprocate with both groups 
wherever possible.” 
say life insurance is in- 
tangible,” said D. L. Barnes, Duluth. 
k you, are little polka-dot dresses 





Foresee Change in Ky. 


Due to the election of a Democratic 
governor in Kentucky Tuesday, it is 
and little red shoes intangible? Is a asumed that Harry Wilson’s days as 
three-room bungalow where a mother 
and her little ones can be sheltered in- 
Are a mother’s care and Irvine. 


Kentucky commissioner are numbered. 
In private life he is a local agent at 


SCHOOL PROFITABLE 


Mutual Life Plan 
Tempts Employes 
to Further Study 


NEW YORK—Mutual Life has in- 
troduced several employment features 
designed to strengthen the home office 
staff. The personnel office now believes 
that the home office has the best qual- 
ified beginners in years. 

A salary schedule commensurate with 
earnings for beginners in other fields is 
one of the advantages offered to help 
in recruiting office workers. In addi- 
tion, there is a program for regular 
employes that is attracting many back 
to school to continue their education at 
night. Successful completion in night 
college of study for a degree that will 
kelp in the employe’s work results in 
reimbursement up to $150 a year, an 
increase of $100 over the previous maxi- 
mum. 

In addition, a series of courses offered 
by the Life Office Management Assn. 
varries automatic increases in salary on 
successful completion of each part of 
the course. These courses will be con- 
tinued by qualified members of the home 
office staff who are either fellows or 
associates of the L.O.M.A. Institute. 
Completion of the first part carries with 
it a $1 a week raise, while two ad- 
vanced courses each bring raises of $2 
a week. The immediate financial stim- 
ulation is secondary to the fact that 
both employe and company benefit. 
The company has more intelligent em- 
ployes and the employes are provided 
with a chance to qualify for advance- 
ment to better jobs. 

Mutual Life has also established what 
might be called a “farm system” to de- 
velop new full-time employes. This 
program has been established in co- 
operation with the cooperative educa- 
tion program of the board of education 
of New York City. Seniors and ju- 
niors in commercial high schools alter- 
nately work in the office for a week, 
then resume classroom studies. For 
each position there are two employes. 
Thus the job is never vacant and two 
people are learning it while they con- 
tinue school. The student-workers are 
rated by the company and their ratings 
are an integral part of the grades they 
receive in school. 


Students Are Good 


These student-employes are proving 
themselves to be fine workers and many 
of them will probably become full-time 
employes when they complete school. 
For their work, the company pays them 
$25 per week and provides lunch. They 
accrue vacation time and sick leave. 
Each summer they must take a five- 
week vacation by ruling of the board of 
education. During this time their ac- 
crued vacation pay applies for as long 
as they have accrued time. 

Other part-time workers are selected 

from G.I.’s who are attending college. 
These men are considered excellent 
workers. 
_ The company feels that this program 
is serving two purposes. It is providing 
employes with a chance to learn more 
about the insurance business and ad- 
vance themselves to better jobs and at 
the same time new experienced em- 
ployes will be coming up to take the 
place of those who have been promoted. 
These new employes will not only be 
experienced, but they will have proven 
themselves and will be trained ‘com- 
pany-wise when they start work on a 
full-time basis. 








Open Mortgage Office in Spokane 

Mutual Benefit Life has opened a 
mortgage loan office in the Fernwell 
building, Spokane, with Grant E. Silver- 
nale in charge. The office will cover 
Washington, Oregon and Idaho on farm 
mortgages, and city property in the 
Spokane area. 


Hancock Issues Mag 


for its Industrial Force 


John Hancock Mutual has bre 
out a monthly publication, the 
Hancock Patriot,” exclusively fo; 
industrial organization. It will be mg 
to the agent’s home each month, | 
page of home-making ideas is a reg 









‘feature. The first issue contains numel 







ous pictures and is effectively design 
for eye-appeal. 


Continental Assur. Switches Jan, 


Continental Assurance on Jan. 1 
adopt new rates and values on th 
C.S.0. 24% basis for non-participati 
ordinary and on a 2%% basis for pg 
ticipating policies. Several forms 
which there has been little demand 
be dropped. 




















After 50 years of service in the hon 





office of Northwestern Mutual -‘Lifé \ 


Louis Ahnert has retired under 





company’s pension system. He joing 


the secretarial department in 1897 3 
served in various capacities, the |, 
few years as a registrar in the poli 
change division. 


A trust conference for life agents , 
Portland, Ore., sponsored by the Unite 
States National Bank, drew 300. 
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One may HOLD something 
temporarily, but OWNERSHIP 
denotes permanency. 


Pride in OWNERSHIP is instine- 
tive, and The Life Insurance 
Company of Virginia wants 
every one of its clients to feel 
that every premium they deposit 
with this Company is a part 
payment on the most valuable 
piece of property they can own. 


For these reasons, Life of 
Virginia, over a long span of 
years, has considered its clients 
not as policyHOLDERS, but 
policyOWNERS, and has so 
referred to them —a practice 
commended to all companies. 





‘Insurance Company | 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Bradford HH. Walker, Chairman of the Board 
Robert £. Henley, President 
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Sales Ideas and Suggestions 







Programming for vast numbers of 
@ prospects whom it would otherwise be 
unprofitable for an agent to solicit is 
made not only possible but highly pro- 








ms 5 ductive through salary savings plans ac- 
ind cording to M. Rodney Burr, head of 


Marsh & McLennan’s salary savings de- 
partment, who addressed a luncheon 
meeting of the H. J. Swanson agency of 
New England Mutual in Chicago. 

Mr. Burr, who has had many years of 


ore experience with salary savings | plans, 
h originated the first large case, which was 
” a8 on Brooklyn - Manhattan Transit em- 
poli ployes, in which 5,200 applied for $12 

million of insurance. Since joining 

ents qq Marsh, & McLennan he has developed 
Unity franchises for more than 40 of the firm’s 


larger clients. 

Citing the views of President J. B. 
Baumann of N.A.L.U. on the impor- 
tance of the relationship of the indivi- 

@ UF dual agent and policy holder as con- 
trasted with mass sales plans, Mr. Burr 
pointed out that salary savings plans 
permit this personal consultation with 
many whom the agent could reach in no 

other way. Mr. Burr uses a simplified 
\ I graph which enables the agent to show 

a prospect in easily absorbed fashion ex- 
actly where he stands on the basis of 
@ if his existing coverage and what he needs 
to fulfill his minimum objectives. Ex- 
stence of social security, and usually 
company group life and pension plans, 





ng make it practicable for the employe to 

IP add enough insurance to make reason- 
able provision against his death or old 
age. 


c- Receptive to Appointments 


ce Little trouble is ever encountered in | 
ts getting the employes to come in for ap- | 
* pointments to see the insurance man. | 
€ The usual set-up is for the agent to 
sit have a desk. Sometimes he has a pri- 


rt vate office at the plant. He makes ap- 
pointments direct with the employe by 
Ne phone or through the department head. 


n. There is no pressure. He merely tells 

the man that he would like to visit with 
of with him about the “company’s salary 
of savings plan,” and if he is not too busy 
ts he would like to have him drop in for 

a little chat about it. It is purely a serv- 
ut ice approach, coordinating social secur- 
50 Ity, group insurance and the company’s 


pension plan with the man’s own per- 
sonal insurance. The agent makes it 
S. clear that he is not there to sell life in- 

‘ | surance because he has no reason to be- 
lieve he needs to buy any. The recording 
of the information on the chart can be 
handled on a one-interview basis, but if 
the agent sees the employe is really in- 
@ |} terested it is usually worth while to take 

the information down and later have an- 
other talk with him. 

When the information is presented the 

agent merely points out that according 

ij to the chart the employe’s wife would 

If be shy by the indicated number of dol- 

lars until the children are grown and by 
jf another amount from then on. The em- 
y If Ploye invariably asks how much it would 

cost to get the insurance he needs. 

One point that employes appreciate is 
that at ages up to about 40, even on 
ordinary life the cash value plus divi- 
dend at age 65 will amount to more than 
the premiums. Even where there is a 
difference, at older ages, the difference 
is small. Furthermore, the showing is 





# even better on the new C.S.O. basis than 


| 





on the older basis. 

A salary savings plan should be sold 
# 3S an attempt to render a sincere serv- 
ei i and not as a meduim for selling a 
lot of insurance, Mr. Burr firmly be- 
lieves. The agent must have faith that 

















Employers More Receptive 
to Salary Savings Plans 


if he renders enough of this service the 
employes will buy in  worth-while 
amounts. At the very least one in every 
four employes will come into the plan, 
he has found. In some cases it has run 
as high as three out of four. 

In talking to employers, Mr. Burr has 
found that a good way to interest them 
in the salary savings plan is to ask them 
if they wouldn’t like to enable their em- 
ployes who are veterans to pay for their 
national service life insurance through 
salary allotment. Practically every em- 
ployer likes this idea. Then, the next 
step is to suggest doing the same thing 
for veterans and others in connection 


with civilian insurance. Naturally, 
where a plan is being installed it does 
not need to be limited to the insurance 
being written under the franchise but 
can be applied to any insurance that the 
employes already have. 

Mr. Swanson discussed the new New 
England Mutual C.S.O. 2%% policies. 
Other speakers were W. F. Hochfeldt 
and Harold A. Schmidt of the Swanson 
agency who put on a demonstration of 
mortgage cancellation insurance selling. 





Revise Group Contracts 


Group departments are being kept 
busy these days with requests for im- 
proving existing contracts in various 
respects. The most frequent amend- 
ments have to do with the hospital cov- 
erage. Here thereis demand for in- 
creasing the amount of daily indemnity 
and also the amount of miscellaneous 


hospital expense. In the past the stand- 
ard formula has been $5 a day hospi- 
talization, and five times that amount 
for miscellaneous expense. Now many 
of the contracts are going to $6 a day 
or higher and 10, 15 or 20 times that 
amount for miscellaneous. Medical ex- 
pense cover is being added very freely 
these days. 


Install X-Ray Equipment in H. O. 


Connecticut General Life has installed 
complete x-ray equipment in its home 
office medical department. Its primary 
use will be in connection with the com- 
pany’s employe health program. Studies 
will be made for Connecticut General 
employes, without cost, upon request of 
the attending physician or dentist and 
the company’s periodic health examina- 
tions will include such studies whenever 
indicated. 
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rhage the way Prudential Agents, Brokers and Prospects feel 
about our new .... low-cost... . Mortgage Redemption rider. 


* It may be attached to currently issued life and endowment 
policies, including those with Special A or B ratings. 


It fits a 10, 15 or 20-year reducing mortgage, with the extra 


premium payable for only 8, 12 or 16 years, respectively. 


knee 


If the home-owner dies before the mortgage is paid, the rider 


provides the funds to pay off the balance of the mortgage. 


kak 
the basic policy. 


kkkkk 


And these proceeds are in addition to the amount payable under 


Commissions are payable at the same rate as for the basic policy. 
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HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
































enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
are powerful aids to new appointees. 

Managerial opportunities for qualified men are 
now available in the newly-opened states of 


ILLINOIS, INDIANA, MICHIGAN and OHIO. 
* 


Please direct inquiries to 
A. LINUS PEARSON 


ASSISTANT VICE PRESIDENT 


176 W. Adams, Chicago 3 
* 


NORTHERN LIFE 
TNSURANCE CO. 


SEATTLE, WASHINGTON 
Established 1906 
D. M. MORGAN, President 





Northern Life Tower, Seattie 
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Salesmen of most commodities leave few endur- 
ing monuments to their accomplishments. The 
life insurance salesman, however, sets in motion 
a chain reaction which may continue dispensing 
good to generations yet unborn. The father 
whose foresight guarantees a college education 
for his son through life insurance, at the same 
time broadens the economic horizons of his 
grandchildren and their offspring. Engineering 
the release of this timeless, beneficent force is 
a special satisfaction of the career underwriter. 
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INSURANCE CO. OF AMERICA 


Daniet J. Watsn Bernarpv L. Connor Car. H. ANDERSON 
President Vice President and Secretary Treasurer 


EXECUTIVE OFFICES — PHILADELPHIA, PA. 
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Give Total of 
Texas City Claims 


A recent government report estimated 
that life insurance companies paid out 
claims totalling between $3 and $4 mil- 
lion for the 575 deaths resulting from 
the Texas City disaster in April. The 
figures ‘combined ordinary, industrial, 
and group. Workmen’s compensation 
benefits of more than $1 million in pres- 
ent or discount value were paid. 

The National Board estimated that 
the insured loss on the property damage 
was almost $33 million. 

R. J. Myers, actuarial consultant of 
social security administration, states 
Metropolitan Life had about 120 death 
claims, mainly Monsanto employes. The 
average face amount of the Monsanto 
group coverage, including accidental 
death, was $10,000. Montanto claims 
against Metropolitan total $1.1 million 
as compared with total group exposure 
there of $2 million life and $1.75 million 


A. D. & D 
Gives Praise to Insurers 


Mr. Myers praises the insurers for 
painstakingly counseling beneficiaries on 
optional modes of settlement rather tha 
rushing out to make immediate paymen 
of lump sum which, he said, is “a great 
disservice to the distraught, and perhaps 
hysterical beneficiary.” 

Equitable had 33 deaths and $310,000 
claims at Republic Oil and 12 deaths and 
$101,000 claims at Pan-American Petro- 
leum, and had 12 death claims under 
ordinary policies for $232,745. 

Mr. Myers mentioned that Con- 
tinental Casualty had a group con- 
tract covering the volunteer firemen of 
Texas City which provided a benefit of 
$3,000 for death while fighting a fire. 
There were 27 deaths under that con- 
tract and claims aggregating $81,000. 

Mr. Myers states that awards of social 
security benfiets have’ been made with 
respect to 289 death, the total payable 
being $1% million and the present value 
$1,050,000. 


Pacific Actuaries 


Ready for Powwow 


SAN FRANCISCO—The program 
for the meeting of Actuarial Club of the 
Pacific at Los Angeles Nov. 20-21, has 
been completed by Dr. A. Olshen, West 
Coast Life, chairman of the committee 
on arrangements. 

Participating in a discussion of opera- 
tions under C.S.O. laws will be Marcus 
Gunn, California-Western States; G. E. 
Cannon, Standard; Earl MacRae, C. H. 
Tookey and J. L. Kavanaugh, Occiden- 
tal; Walter Young, M. R. Carrigan, and 
B. J. Helphand, Pacific Mutual; Frank 
J. Hogan, California department and 
Philip Soth, New York Life. 

Discussion leaders on pension plans, 
persistency, actuarial tables are: E. V. 
Hoff and H. Rosser, Occidental Life; 
Robert Little, Scott & Co.; Charles C. 
Powell Jr., Coates & Herfurth; Norman 
Buckingham, H. Sutten, and A. W. 
Havens, Pacific Mutual, and Stefan 
Peters, West Coast Life. 

Discussion on investments and the 
outlook for the mortgage loan portfolio 
will be conducted by G. T. Armstrong, 
West Coast Life; Robert B. Richard- 
son, Western Life; H. Brower, Occi- 
dental Life and R. R. Brown, Standard. 

Group problems will be discussed by 
A. W. Lewis, H. R. McCorkle, and 
Leslie J. Cooper, Pacific Mutual; Miss 
Dorrance B. Glassock, California-West- 
ern States; and R. J. Martin, Occidental. 

Commercial A. & H. discussion lead- 
ers are Carl Helm, Pacific Mutual; G. 
R. Bingham, Northern Life; Charlés 
Mehlman, Security Life & Accident and 
E. H. Neuschwander, Occidental. 

At the final session consideration will 
be given to annual statements, income 
disability benefits, one year term divi- 
dend option, home office employe benefit 
(CONTINUED ON PAGE 21) 








Justice Dept. Suit 
Seeks to Enjoin 
Alleged Agreement 
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Complaint Against Bank 
Lists 6 Life Companies; 
Pact’s Existence Denied 


NEW YORK—Life company inves 
ment men are not much _ concerned 
about the anti-trust suit of the Depar, 
ment of Justice against 17 investm 
banking firms. They don’t think ap 
changes that might be effected by th 
action would alter to any appreciabk 
extent the marketing of securities jj 
which they might be interested. 

Several of the life companies are 
however, mentioned in the complain} 
filed by the Justice Department, anf 
the complaint asks the court to enjoin 
the defendant banking firms from “con 
tinuing” the so-called “insurance agree. 
ment.” 

The investment banking people con- 
tend that there never was an insurancg 
agreement, that the insurance com- 
panies before and after the alleged 
“agreement” participated in issues to the 
extent of 3% to 97%, not the “agreed 
upon” 50% whieh is the figure the De 
partment of Justice uses. 


Mentions 1941 Meeting 


The suit calls attention in its com- 
plaint to the meeting Dec. 5, 1941, in 
New York City in which the banking 
firms which are defendants in the pres- 
ent action met with representatives from 
Metropolitan Life, Prudential, Equitable 
Society, New York Life, Mutual Life 
and Home Life of New York and “en 
tered into an agreement.” On May 4, 
1942, at a subsequent meeting attended 
by representatives of most of the de 
fendant banking firms and a large num- 
ber of life companies “the insurance 
agreement was approved and adopted 
by such representatives,” according to 
the complaint, which points out. that 
these meetings and similar meetings 
were held at the invitation of the New 


York insurance superintendent, Louis 
H. Pink, ; 
Although the insurance companies 


are not named in the complaint, it states 
that “under the terms of the insurance 
agreement, the defendant banking firms 
snd the insurance companies have cot 
certedly done and now do among other 
things the following: 

“Defendant banking firms advise, i 
fluence and induce insurers to set w 
their security issues to meet the re 
quirements and preferences of insurantt 
companies as to price, size of issue, type 
of security, yield and other terms. 


Say Companies’ Share Was 50% 


“Defendant banking firms have ft 
tained for direct or group offering t 
the insurance companies approximately 
50% of every issue in which such com 
panies indicate an interest, and have de 
termined the amount to be so offered t@ 
each of such companies by giving 
weight to two factors: first, the size # 
such companies as determined by thet 
assets, and second, in the case of ft 
funding issues, by giving weight to tht 
amount of securities which any indivié 
ual insurance company would los 
through the retirement of the out 
standing issue. 

“Defendant banking firms charge tht 
insurance companies the full publit 
price for all securities sold to them ut 
der the insurance agreement. 3 

“Defenant banking firms refrain from 
acting, and discourage other investmeft 
(CONTINUED ON PAGE 21) 
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All Commonwedlth 
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Debit Men Salaried 


Commonwealth Life has adopted a 
new plan of compensating weekly pre- 
mium agents, assistants and managers. 

Every penny of compensation is in 
the form of salary. It is designed to 
stabilize income for all three levels of 
agency personnel, materially improve 
the balance of compensation for the 
three types of business written, remove 
pealties formerly inherent _in small 
agency operations, and give much 
greater weight to persistency. It aban- 
dons the traditional weekly premium 
“times” system of compensation. Field 


inves personnel have acclaimed the plan en- 





.cernei thusiastically. 
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Scope of Conn. Escheat 
Law Found Uncertain 


Connecticut’s new escheat law, which 
applies to the life companies, does not 
make it clear whether it covers domes- 
tic companies only or non-Connecticut 
companies also. 

Life companies oppose the bill, which 
was passed on the last day of the legis- 
lative session, on the ground that “aban- 
doned property” of this kind should go 
This was based on 
the provisions of the policies themselves 
and on the statute df limitations. In 


; addition, if such funds are subject to 
‘escheat, the companies argued that then 


the state of incorporation of the insurer 
rather than the state where the insured 
happened to live when the policy was 


-[taken out should govern. 


Proponents of the measure were 
pretty optimistic about the amount the 
state would pick up in this way. How- 
ever, the Hartford life companies made 
the amount 
would not run more than a few thou- 
sand dollars. 

The Connecticut escheat law is of in- 
terest because of a case now pending 
before the U. S. Supreme Court involv- 
This may be 


may have a bearing on the Connecticut 
situation. Under the New York law, 
basis of jurisdiction is residen¢e of in- 
sured at the time the policy was issued 
and escheat is attempted though the 
beneficiary did not at th&t time or at 
any other time live in New York. The 
trial court in that case limited the law 
? _— issued for delivery in New 
ork, 





National Guardian Record 


By virtue of turning out its 
monthly production record in history 
during October, National Guardian Life 
is ahead of 1946 in sales for the first 10 
months of this year. October paid for 
business of $1,370,000 was a 50% gain 
over 1946. October was the best month 
ever in “apps,” issued, paid for, insur- 
ance gained and in number of agents 
producing. 


No Confusion This Time 


WASHINGTON—The forthcoming 
ruling of the internal revenue bureau de- 
signed to clear up the confusion result- 
ing from its June 18 letter ruling on es- 
tate tax liability of partnership insur- 


-fance is being very carefully worked over, 


as the officials don’t want to get out 
anything that would render the situation 
still more confused. It is probable that 
the ruling will contain several examples’ 
of typical partnership situations and in- 
dicate the tax liability, if any, in each. 

The letter which the National Assn. 


-Fof Life Underwriters received from the 


bureau and which was published in last 


-EWeek’s issue of THE NATIONAL UNDER- 


WRITER indicates the bureau does not in- 
tend to change the estate tax regula- 
tions, published rulings, and decisions. 

The June 18 letter ruling was based 
On a case in which two partners insured 
each other’s lives. The bureau re- 
garded this as the same as each partner 
suring his own life. However, this 





best : 


case differed from the usual partnership 
insurance set-up in that no mention was 
made of a buy-and-sell agreement. Such 
an agreement would presumably alter 
the taxable status, since each partner 
would then be paying the premiums on 
the policy on the other partner’s life not 
because of premiums paid by the other 
on the first partner’s life but with the 
idea of obtaining a cash fund out of 
which to purchase his partner’s interest. 


NEW YORK 


HARRY W. JONES SLATED 
W. Jones, 











Harry vice-president of 


Mutual Benefit, will discuss the effect of - 


the Guertin law on sales of life insur- 
ance and the new mortality table and 
its effect on premiums at the Nov. 7 
educational meeting of New York City 
Life Underwriters Assn. 

Crime and life insurance and _ their 
bearing upon each other will be dis- 
cussed by Irving Ben Cooper, judge of 
special sessions court, before an agents 
and policyholders dinner sponsored by 
the association Nov. 20. 
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BARTON BACK FROM S. M. U? 


Charles Barton, agent of the Charles 
B. Knight agency of Union Central Life 
in New York City, has completed the 
five-week basic course in life insurance 
marketing at Southern Methodist Uni- 
versity. He is a son of Walter E. Bar- 
ton, president of the agency and a grand- 
son of the late Charles B. Knight. Mr. 
Barton was a lieutenant in the navy dur- 
ing the war. 





McCAMPHILL NOW SUPERVISOR 

E. J. McCamphill, who has been with 
Aetna Life since 1933 and has been 
cashier in the Luther agency, New York 
City, since 1941 has been named a su- 
pervisor in that agency. M. E. Matte- 
son has been transferred from Colum- 
bia, S. C. to succeed Mr. McCamphill 
as cashier. Mr. McCamphill will super- 
vise brokerage business. 


EARLEY HONORED AT LUNCHEON 


Alfred J. Johannsen, general agent of 
Northwestern Mutual Life in New York 
City, gave a luncheon in honor of E., A. 
Earley’s 25th anniversary with North- 
western. Edmund Fitzgerald, president, 
made the presentation of the 25 year 
button. Other speakers were L. J. Evans, 
assistant director of agencies, W. F. At- 
kinson, retired general agent, and H. R. 
Johnson, office manager. Mr. Johannsen 
acted as toastmaster. Mr. Earley has 
written over $25 million in the 25 years 
and close to a million a year, good times 
or bad. 





PLAN SEMINAR AND DINNER 


Recruiting and financing will be the 
subjects discussed at seminar preceding 
the annual dinner of the Life Managers 
Assn. of New York City at the Waldorf- 
Astoria hotel, Dec. 17. 

The seminar will feature these speeches: 
Where and how do you find recruits?, 
A. V. Youngman, general agent Mutual 
Benefit; how do you select them in and 
out?, Eugene Kelly, manager of agencies, 
Home Life; financing through advances 
or drawing accounts, Harry Krueger, 
general agent Northwestern Mutual, and 
financing through a home office salary 


plan, J. H. Evans, general agent Home| 
All speakers are from New York | 


Life. 
with the exception of R. B. Coolidge, 
vice-president Aetna Life, who will dis- 
cuss what home offices have to say. 





Pyramid Preferred Risk 
Policy on A. E. 3% Basis 
Pyramid Life of Arkansas, now is is- 
suing its whole life preferred risk policy 
on the American experience 3% basis. 


Annual non-participating premiums are: 
satiate Paitin 325 AgePrem. Age Prem. 


10..13.39 23.. 





11..13.61 24..17.74 37..25.48 50..41.77 
12..13.84 25..18.16 38..26.34 51..43.66 
13..14.09 26..18.62 39..27.24 52..45.68 
14..14.86 27..19.09 40..28.20 53..47.82 
15..14.63 28..19.59 41..29.21 54..50.11 
16..14.92 29..20.12 42..30.29 55..52.54 
17..15.22 30..20.67 43..31.42 56..55.15 
18..15.52 31..21.26 44..32.64 57..57.94 
19..15.85 32..21.87 45..33.94 58..60.91 
20..16.20 33..22.52 46..35.31 59..64.10 
21..16.56 34..23.20 47..36.78 60..67.51 
22..16.93 35..23.92 48..38.34 














RATED — 
THEN REJECTED! 


Recently an applicant with a 
slightly enlarged heart and 
elevated blood pressure was 
rated Table B. The agent 
and applicant insisted on a 
second examination, which 
disclosed a blood pressure 
of 168-116. Result: Rated 
policy recalled and appli- 
cant rejected. 


Moral: Deliver rated cases 
and then request re-exami- 
nation if you consider the 
rating too high or not 
justified. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


Columbus 16, Ohio 
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COMPLETE 
PROTECTION 





COMPANY 
KANSAS CITY, MO. 


a4 


LIFE-ACCIDENT+HEALTH:ALL-WAYS 
HOSPITALIZATION + GROUP «+ REINSURANCE 














HeNATIONAL UNDERWRITER 


November 7, 194 











= 





EDITORIAL COMMENT 





Avoiding Another “Dust Bowl” 


All signs point to a highly intensive 
period of recruiting for at least the 
next year or so. It should furnish an 
interesting test of the various systems of 
compensating agents as well as of the 
ability of companies and agency heads 
to stick to quality standards in select- 
ing and retaining new agents. ; 

In recent years a number of new 
systems of compensating agents have 
been evolved with the idea of making 
it worth the agent’s while to work effi- 
ciently and for quality business and to 
reward the agency head for getting 
this type of agent and producing the 
desired grade of business—in addition, 
of course, to getting a respectable vol- 
ume. 

It is to be hoped that the competition 
for business, sharpened by tougher sales 
conditions, shows these plans to ‘be 
well conceived and adapted to rough 
going as well as smooth. Not only 
would this be a fitting reward for the 
vision and enterprise of those com- 
panies that embarked on them but it 
would serve to strengthen the resolve 
of others that might be tempted to re- 
trogress into indiscriminate mass recruit- 
ing practices that used to prevail. 

Companies have been accused of wor- 
shipping size and volume and being too 
willing to throw quality to the winds 
when it appeared that to make a de- 
sired volume quota they would need 

“more business than could be _ had 

through quality agents. But there is 
more to it than that. The life insurance 
business is geared to expansion and 
when it appears that a period of con- 
traction is ahead the tendency is to 
fight against it with all the energy that 
agency departments and agency heads 
can muster. 


This is entirely a natural reaction. 
Perhaps the answer is an improved 
form of cost-accounting in agency work 
but this is difficult. There are so many 
imponderables in evaluating an agent’s 
probable future that a man whom one 
manager enthusiastically believes is 
good material may, to another equally 
good manager, appear to have two 
strikes on him. However, L.I.A.M.A. 
has done much to set objective stand- 
ards that can be relied on and which 
can be violated only by the most wish- 
ful thinkers. 

Not the least of the evils that would 
attend a return to mass recruiting is 
the effect on the public. The prestige 
of the agent has come up a lot from 
the days when any joke or cartoon 
about the life insurance “pest” was al- 
ways good for a laugh. If an ill-trained 
horde of canvassers is to be turned 
loose on the public, where is the argu- 
ment that the public should be protected 
from non-agency insurers that cannot 
give the professional consultation serv- 
ice that the well-trained life insurance 
agent gives? 

There is a close analogy between sub- 
marginal agents and submarginal farm 
lands. Because of the need for more 
grain, there is fear that areas will be 
sown that will produce more wheat but 
which will, because they afe unsuited 
to grain-raising, produce another “dust- 
bowl.” The short-range value would be 
far more than offset by the eventual 
destruction that would ensue. This 
country will be better off if there is 
sufficient foresight so that short-lived 
benefits are not purchased at the ex- 
pense of lasting evils, whether it hap- 
pens to be in agriculture or in life in- 
surance. 


Those IRB Letter Rulings 


The internal revenue bureau’s prac- 
tice of issuing letter rulings, not meant 
for general consumption, to individuals 
who seek enlightenment on a particular 
situation has been criticised before on 
the ground that by not releasing these 
rulings to the general public the bu- 
reau gives the recipient a proprietary 
interest in something that should be for 
the benefit of all others who might be 
the same fix. 

There now appears to be another 
reason for criticising the practice: 
These rulings frequently get into gen- 
eral circulation and may be interpreted 
to cover types of situations which the 
bureau had not meant to include in the 


ruling’s scope. The most glaring recent 
example of this is the now-famous “June 
18” ruling. This held that when two 
partners insure each other’s lives each 
is in effect insuring his own life, as a 
reciprocal proposition, and that hence 
the insurance that matures as a claim 
when one of the partners dies is in- 
cludible in his estate. Nothing was said 
in the ruling about a buy-and-sell agree- 
ment or whether the existence of one 
would make any difference in the tax- 
able status. 

Many who heard about the ruling as- 
sumed that it applied regardless of the 
existence of a buy-and-sell agreement. 
Fortunately, though not until after wide- 


spread confusion had been generated, 
the National Assn. of Life Underwriters 
succeeded in getting informal assurance 
frem the bureau that the ruling was not 
intended to change the published regu- 
ations, rulings and decisions. However, 
until the bureau comes out with its 
clarifying ruling, which it is wisely 
withholding pending the most careful 
consideration, no one can say with au- 
thority exactly what the bureau did 
mean by its June 18 ruling. 

Offhand the way to avoid confusion 
might seem to be for anyone interested 
in the application of a letter ruling to 
ask the bureau if his understanding of 
it is correct. Yet when THE NATIONAL 
Unperwriter’s Washington correspon- 
dent went to the bureau with a well- 
thought out interpretation of the June 
18 ruling the bureau people refused to 
discuss it, taking the stand that the bu- 
reau issues rulings and lets others in- 
terpret them. 

At first glance this may seem like an 
arbitrary and typically bureaucratic at- 
titude but such an accusation is unfair 
to the bureau. Anything less than a 
stamp of official approval or disapproval 
for an interpretation of a ruling is just 
so much talk and virtually worthless, 
for what is wanted is something that 
can be relied on as a guide. On the 
other hand, if the bureau gives its offi- 
cial approval to such an interpretation, 
it then becomes an official ruling and 
may in turn be the subject of requests 





tiply endlessly. 

Whether or not the bureau decide 
to stop issuing letter rulings, it shou 
certainly face the fact that regardleg 
of their being intended for an individyy 
to cover his particular situation they wij 
sooner or later get into the hands 9 
the public and Will inevitably be inte, 
preted by experts and others to th 
best of their ability, who cannot be e. 
pected to hold back merely because the 
cannot read the bureau officials’ mind 

Hence, the bureau should put just x 
much thought into these letter ruling 
as into those it intends for general ¢jp. 
culation. At the very least it shoul 
make it clear what type of situation th 
ruling is to apply to. It is not enough 
to say it applies only to a particulg 
case, for that makes it anybody’s gues 
whether an apparently somewhat similg 
case is affected by the ruling. It is neg. 
essary to outline the type of situation jy 
sufficiently comprehensive terms so tha 
others who may think they are in, 
similar fix will know whether they ar 
or not. 

In brief, the bureau should exercise 
the same type of caution and considers. 
tion that it is exhibiting in preparing the 
clarifying ruling on which it is noy 
working. This may cause delays that 
will be irritating to those seeking letter 
rulings. But overbalancing that con 
sideration is the avoidance of the type 
of confusion and concern that has te 
sulted from the widely misinterpreted 














PERSONAL SIDE OF THE BUSINESS 





R. N. Lyons, new manager of Home 
Life of New York at Rochester, N. Y., is 
chairman of the veterans affairs com- 
mittee of the Rochester Life Under- 
writers Assn. He was in the army air 
forces 3% years as a personal affairs 
consultant and specialist on government 





E. L. 


R. N. Lyons Chase 


and commercial insurance. He joined 
the company in 1938. E. L. Chase, new 
manager at Reading, Pa., has been as- 
sistant manager there. He majored in 
insurance and sales psychology at New- 
ark College of Engineering and Ameri- 
can Institute of Banking. He lives in 
Reiffton, Pa., where he is treasurer of 
the community association. 


Clayton Mammel, home office general 
agent of Farmers & Bankers Life, 
Wichita, has been named general chait- 
man of a Y. M. C. A. campaign for 
$1 million for a new building which is 
to be launched in January. 

John A. Lloyd, vice-president of 
Union Central Life, has been named 
chairman of the Friends of the Cincin- 
nati Symphony Orchestra. 

Gen. C. R. Boardman, one of the 
founders and until recently president of 
Wisconsin National Life, quietly 
observed his 87th birthday at his home, 
His son, Robert P. Boardman, now 
heads the company, which was orgat- 
ized in 1908, with the senior Boardman 
as vice-president. 

Archie C. Utter, associate general 
agent at Detroit of New England Mu 
tual Life, will observe his 55th anni 
versary with the company this month. 
He joined the Detroit agency as office 
clerk. In 1900 he went to the home of 
fice and served as assistant superinter- 
dent of agencies for four years. He 
then returned to Detroit as _ general 
agent for Michigan in partnership with 
Albert R. Thomson, and became sole 
general agent in 1928. He was presi- 
dent of New England Mutual’s General 
Agents Assn. in 1914 and received the 
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President's Trophy in 1936 for general 
excellence in agency operation. 

Announcement has been made of the 
marriage of Anita Jean Adsit, daughter 
of George A. Ads:t, executive vice-presi- 
dent of Girard Life,- to Donald Gates 
Watson. 

Carter Bryant, Denver general agent 
of Pacific Mutual Life, has gone to Duke 
University Medical Center for treatment 
and probably will not return to Denver 
for several weeks. 

John R. Larus, jr., vice-president and 
actuary of Phoenix Mutual, was elected 
to the Hartford city council Tuesday. 
An independent in_ politics, he ran 
seventh among the nine successful can- 
didates. 

ames H. Brennan, general agent of 
Fidelity Mutual Life, Chicago, who has 
just retired after serving three years as 
national committeeman of the National 
Assn. of Life Underwriters, has been 
elected president of Elmhurst Country 
Club near Elmhurst, Ill. This is the 
country club where the Life Agency 
Managers of Chicago for several years 
has held its annual meeting and golf 
outing. 

H. Harold Leavey, vice-president and 
general counsel of California-Western 
States Life, has been appointed a mem- 
ber of the state advisory committee of 
the California legislature’s joint interim 
committee for the revision of the state 
constitution. He was appointed because 
of his association with tax, disability and 
life insurance problems. He formerly 
was assistant tax counsel of California 
state board of equalization, and served 
for five years as chairman of the Sacra- 
mento regional valley tax committee of 
California State Chamber of Commerce 
and as a member of the chamber’s state- 
wide tax and social security committees. 

Massachusetts Mutual Life, in token 
of 25 years service, presented William 
A. Spencer, Jr., a diamond-studded gold 
service pin. Mr. Spencer, as Colorado- 
Wyoming general agent, has supervised 
the writing of $40 million of insurance 
in the two states in the past quarter 
century. 

Charles O. Winter started his 75th 
year of continuous service with Aetna 
Life Nov. 3. He may be the oldest ac- 
tive insurance company employe in the 
country. Mr. Winter, who is 93, first 
joined the company to do temporary 
work in mortality calculation. He has 
been a member of the actuarial depart- 
ment ever since. 

Aubrey Harwood, vice-president and 
counsel of Pacific Mutual Life, has been 
named on a committee to consider the 
revision of the California constitution 
by Governor Warren. 


Joseph Mitchell, secretary-treasurer of 
Beneficial Standard Life, is the father 
of a son, his first child. 


Jack M. Stern, top salesman of the 
Jules Anzel agency of Continental 
American Life in New York City, gives 
dolls away as a good will gesture. 
While laying out an insurance program 
for a client, he overheard discussion of 
a child’s birthday by the parents, made 
a’memorandum of it and so stumbled 
on an idea that he has helped him to sell 
much insurance. 


Vice-president W. J. Graham of Equi- 
table Society has been reelected a board 
member of the National Industrial Con- 
ference Board. 


Executives of Union Mutual Life were 
Prominent in their volunteer efforts dur- 
ing Maine’s fire crisis. H. D. Lang and 
C. G. Lane, vice-presidents; R. C. Russ, 
assistant director of agencies; F. B. 
Maxim, agency secretary; S. W. John- 
son, controller; Albert McLennan, 
Mortgage field supervisor; John Car- 
nochan, director of training, and C. H. 
Seavey, assistant secretary, were among 
those who aided in attempting to curb 
the fire menace. 


J. H. Kohlerman, educational director 
of Life Office Management Assn., will 
on Nov. 14 complete a seven weeks’ trip, 
in the _middle west, visiting 65 com- 
Panies in the interest of the L.O.M.A. 
educational program. He has been dis- 








cussing the program with company ex- 
ecutives and talking with study groups 
and prospective study groups of em- 
ployes. Mr. Kohlerman finds the com- 
panies more enthusiastic than ever about 
education and training work for office 
employes. Based on his observations, he 
believes that next year’s enrollment will 
be at least 25% above the extremely 
good current figure. 

J. L. Batchler, secretary and controller 
of Kansas City Life, has been elected a 
director of Controllers Institute of 
America. 

Miss Dorothy F. Hoepfner, Metropol- 
itan, New York, has been declared win- 
ner of the Insurance: Institute of Amer- 
ica prize for the highest average marks 
in the life examinations of January, May 


and September. Miss Hoepfner had 
an average of 85.5%. 
Adelbert G. Green, Grand Rapids, 


general agent of Lincoln National’ Life, 
has been elected president of the Wil- 
liam A. Berkey Furniture Co. He had 
been executive vice-president since 1940. 
His ‘son, Lewis A., is secretary-treas- 
urer of the furniture company. 

Halsey D. Josephson, general agent 
of Mutual Benefit Life, New York City, 
heads the insurance division of the 
Federation of Jewish Phifanthropies 
now campaigning for funds. 





DEATHS ~ 








James E. Nugent,-64, senior member 


of the Kansas City law firm of Morri- 
son, Nugent, Berger, Hecker & Buck, 
who died, was a director of National 
Fidelity Life. His firm is general coun- 
sel for National Fidelity. 

Lewis C. Hein of Cedar Rapids, spe- 
cial agent of Pacific Mutual Life, suf- 
fered a heart attack and died before 
reaching the hospital. 


O. H. Burrill, assistant general agent | 


of the Young agency of State Mutual, 
New York City, died after 26 years with 
State Mutual. Mr. Burrill had worked 
in the home office and in the field. 

Michael Rubin, 82, agent for New 
York Life who sold $25 million during 
his 52 years with the company, died at 
his home in New York City. 








Employe Suggestion Plan 
Pays Prudential Man $2,500 


A suggestions award of $2,500—the 
largest ever made by Prudential through 
its employe suggestion system—was 
won by P. D. Price, a supervising ap- 
prover in the unclaimed equities divi- 
sion. The award topped a list of 308 
presentations totaling more than $7,000. 
So far this year Prudential has awarded 
more than $28,000 for 1,726 suggestions. 





Security State of Boise 
Names Ward to High Post 


Charles E. Ward has been elected 
executive vice-president of Security 
State Life of Boise, Ia. From 1920 to 
1926 Mr. Ward was vice-president and 
manager of Universal Life of Dubuque, 
from 1926 to 1944 vice-president and 
director of agencies of Shenandoah Life 
and from 1944 to Oct. 1, 1946, was vice- 
president and director of agencies of 
Great Northwest Life of Spokane. 


K. C. Life Names C. W. Hale 


in Southern Florida 


Charles W. Hale, Sr., has been ap- 
pointed general agent for southern Flor- 
ida by Kansas City Life. He has re- 
cently been affiliated with Commercial 
Casualty. 

He has an established agency and three 
sons are in business with him. All have 
good production records. 





Newell C. Day’s company connection 
was incorrectly shown in the Oct. 31 
issue. He is general agent of Equitable 
Life of Iowa at Davenport. 








$ 702.309.2389 


Insurance in Force . . . a Gain of 


30% 


During the Single Year of 1946 


Is that record of growth important to you? 
Could be . . . if you have a good record as a 
personal producer and are ready to step out 
and build an agency of your own. 


Do you have organizational ability? Can 
you enlist, and direct men? Then why 
not give yourself a chance to magnify 
your abilities and your results by head- 
ing up your own office? 


Continental Assurance... going places faster 
with one of the nation’s finest organizations 
of aggressive producers . . . is ready to discuss 
an attractive agency plan with ambitious 
agents now ready to give their initiative and 
abilities full play. 


One Of Our Prominent 
General Agents Says: 
“I would choose C.A.C. because I like its 
attitude of helping me make more money 
by satisfying old customers and more easily 
attracting new buyers.”’ 


Ask for the attractive Agency Plan offered 
by one of America’s fastest growing Life 
Insurance Institutions. 
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FOR PERSONAL PRODUCERS ONLY 


If you are a successful personal pro- 
ducer who is interested in becoming a 
General Agent and if you are capable of 
broadening your efforts communicate with 
us. 


i i 


Our General Agency contract includes 
life, accident and health, and hospitaliza- 


tion insurance. 


A ie Mee 


Even your second year renewal under 
our combination plan should be a substan- 


tial income. 


We teach you how to recruit, train, and 
supervise agents. Correspondence confi- 


dential. 


HUGH D. HART 
Vice President and Director of Agencies 


lilinois Bankers 
Life Assurance Company 


Monmouth, Illinois 
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THE CASE OF THE MISINFORMED PROSPECT ... by the GUARDIAN 


AMONG COMPANY MEN 





Mutual Benefit Is 
Rearranging Staff 


Directors of Mutual Benefit Life 
elected four new officers and promoted 
three. 

Duties of the comptroller have been 
divided in two parts, to be handled by 
a general auditor and comptroller. The 
comptroller will be under supervision of 
Vice-president H. W. Jones, who has 
charge of the actuarial department. 

Floyd Zukswert, comptroller since 
1936, will fill the office of general aud- 
itor and continue to carry on most of 
the activities in whjch he has been re- 
cently engaged. He will be succeeded 
as comptroller by Charles Melchinger, 
now assistant mathematician. 

Mr. Melchinger will have as assist- 
ants John J. Slowey, now assistant 
comptroller, and Ray J. Walden, who is 
in the accounting section of the farm in- 
vestment division and has been elected 
assistant comptroller. 

W. F. Ward, assistant mathematician, 
was elected associate mathematician and 
P. T. Rotter and H. B. Thiessen, assist- 
ant mathematicians. 

D. E. Slee, who recently was ap- 
pointed manager of the New York serv- 
ice and collection office to succeed C. E. 
DeLong, who retired, was elected as- 
sistant secretary. The New York office 
equipment and personnel will be moved 
to the home office in Newark. 


Promotees’ Experience 


Mr. Zukswert joined the company as 
office boy in 1908 and advanced rapidly. 
He was the first comptroller and is a 
certified public accountant. Mr. Melch- 
inger joined Mutual Benefit after being 
a customs broker, and studied actuarial 
science. Mr. Ward went with Mutual 
Benefit after graduation from Rutgers 
University in 1933. Both he and Mr. 
Melchinger are fellows in the Actuarial 
Society and American Institute. 

Going to Mutual Benefit shortly after 
graduation from Rider College in 1931, 
Mr. Walden was placed in the finance 
department and now is in charge of 
farm investment accounting. Mr. Thies- 
sen in 1929 was graduated from Univer- 
sity of Saskatchewan with high honors 
in mathematics, did graduate work, then 
was on the faculty of Brown University 
as a math instructor before joining Mu- 
tual Benefit. He has been a section 
head in the mathematics department. 
Mr. Rotter joined Mutual Benefit in 1946 
after having been with Prudential since 
graduation from Harvard. He is a fel- 
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-low in the two actuarial societies. Mr 


Slee has been with Mutual Benefit singe 
1925, first in the home office then with 
the Beers & DeLong agency in Ney 
York city and as cashier of the service 
and collection office since its establish. 
ment in 1940. 


Appointed by Penn Mutual 


Dr. Hunt B. Jones has been appointed 
assistant medical director of Penn My 
tual. He served six years in the navy 
medical corps. In 1942 he qualified ag 
flight surgeon and in 1944 attained the 
rank of commander. He graduated ig 
1934 from Haverford College and ig 
1938 from Harvard medical school. He 
interned at Hartford Hospital and until 
he went into the navy he practiced ig 
Eminence, Ky. 4 


E. V. Boisaubin Advanced ' 


General American has appointed §, 
V. Boisaubin as supervisor of the salary 
savings department succeeding G. § 
Harris, resigned. graduate of St 
Louis University Law School, he went 
into insurance in 1938, joining General 
American in 1940. He has been in the 
St. Louis agency as A. & H. supervisor, 
agency supervisor and brokerage man. 
ager. He served in the navy. 


L. L. Lessard Advanced 


Lewis L. Lessard of the Litchard & 
Cook agency of Massachusetts Mutual 
Life in Springfield, Mass., has returned 
to the home office as an agency assist 
ant. Graduating from Boston Univer. 
sity in 1929; Mr. Lessard joined Massa- 
chusetts Mutual as a clerk in the re 
newal department. After serving in 
several departments he became traveling 
auditor in 1941. Transferring to the 
Springfield agency in 1945, he has made 
an outstanding record as a personal pro- 
ducer, and has been home office insur- 
ance adviser. 


N. Y. Life Advances Doctors 


Dr. H. L. Hauge and Dr. Tage 
Tedesco have been appointed assistant 
medical directors by New York Life. 
Dr. Hauge, a graduate of University of 
Wisconsin medical school in 1932, joined 
New York Life as a home office exami- 
ner in 1945. As a captain in the army 
medical corps, he served three years in 
the South Pacific and later was stationed 
in the surgeon-general’s office in Wash- 
ington. Dr. Tedesco, a graduate of 
New York Medical College in 1941, 
joined New York Life in 1942 as a 
home office medical examiner. 














WHAT’S THIS GUERTIN LAW 
THAT'S MAKING YOU INCREASE 
YOUR PREMIUMS? 





WAIT A MINUTE —THE eet 
LAW HAS NOTHING TO DO WITH 


INCREASING PREMIUMS! 
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THE LAW SAYS WE HAVE TO USE A 
MODERN MORTALITY TABLE—THERE’S 








NOTHING IN IT ABOUT HIGHER RATES. 
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Te WE COULD CONTINUE ON A 3 
OR 34% BASIS THERE’D BE NO 
INCREASE—WE MIGHT EVEN BE 
ABLE TO REDUCE PREMIUMS! §. 





BUT | DON’T SEE... 
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LIFE AGENCY CHANGES 





Nagle Succeeds Fleming 
for Continental American 


Peter B. Fleming, manager of Conti- 
nental American, New York City, has 
resigned and F, A. 
Nagle has been ap- 
pointed acting 
manager. 

Mr. Fleming 
started the agency 
from scratch. He 
had been an assist- 
ant manager for 
Equitable Society 
in New York City 
and before that 
was in the paper 
business. He grad- 
uated from Wil- 
liams college in 
1922. 

Mr. Nagle also started in the paper 
business, his first job having been with 
the Union Bag & Paper Co. as a sales- 
man. He became sales manager of the 
Thomas J. Nagle Paper Corp. in 1935 
and in 1941 became secretary of the 
Hubbs Paper Corp., when it purchased 
the Nagle company. He left the Hubbs 
company in 1946 to join Continental 
American as an agent. As a result of 
his progress in the company’s first su- 
pervisory training group last spring, he 
was appOinted a field assistant in the 
Fleming agency. 


— 


Pp. B. Fleming 





Group Changes Made 


A. H. Mathis, group service repre- 
sentative at Chicago for Travelers, has 
been transferred to Des Moines in a 
similar capacity. He is a war veteran 
and has been with Travelers about five 
years. 

Donald Q. Jones has joined Travelers 
as group assistant at Chicago. He is 
new to the insurance business. Lately he 
has been with La Salle Extension In- 
stitute and previously was a teacher at 
Howe Military Academy. He has a 
master’s degree from University | of 


Michigan and was a captain in the 
marines. 

Joins Security L. & T. 

Thomas H. Moncrief has been ap- 


pointed manager at Richmond of Se- 
curity Life & Trust. He was previously 
an agent at Richmond for Life of Vir- 


Brewer N. C. General Agent 
of Mutual Benefit 


Charles E. Brewer, Jr., has been ap- 
pointed general agent by Mutual Bene- 
fit in North Caro- 


lina, with head- 
quarters in Char- 
lotte. He has just 


resigned as assist- 
ant superintendent 
of agencies to take 
the agency post 
left vacant by res- 
ignation some 
months ago of Wil- 
liam H. Gaither 
because of health. 

Mr. Brewer was 
honored by asso- 
ciates in the home 
office at a party 
and luncheon and was presented a pen 
and pencil set and humidor filled with 
his favorite cigars. 

Mr. Brewer was liaison officer with 
Mutual Benefit’s 16 southerm agencies 
for five years, and in 1947 was given 
responsibility for field superivision of all 
the company’s agencies. He has had 
about 20 years’ of management and 
sales work in life insurance. 

After graduation from Princeton in 
1924, he was in the manufacturing field, 
then joined Mutual Benefit in the New 
York city agency in 1928 as agent, be- 
coming instructor of agents, unit man- 
ager and production manager. In 1940 
he was chosen as personal assistant to 
the superintendent of agencies at the 
home office, and after four years was 
elected assistant superintendent of agen- 
cies. 

He is a C.L.U., having received the 
designation in 1931, and is well-known 
as a speaker on life insurance and allied 





Cc. E. Brewer, Jr. 


subjects. He has been treasurer of the 
Northern New Jersey C.L.U. chapter 
the Mutual Benefit 


and president of 
C.L.U. Assn. 





Green and Snyder Shifted 


Edward C. Green, formerly manager 
for Metropolitan Life at Milwaukee, has 
been transferred as manager to Han- 
cock, Mich., succeeding Clarence P. Sny- 
der, who has been placed in charge at 
Saginaw, Mich. 

Mr. Green joined Metropolitan: as 
agent in Madison, Wis., in 1925, was 
promoted to assistant manager there in 
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was named Milwaukee district manager 
in 1939. 


Ehringhaus Takes Charge 
of New Group Office 


A group insurance sales and service 
office has been opened in the R.F.C. 
building, Charlotte, N. C., by Pruden- 
tial. It is directed by Haughton Ehr- 
inghaus, home office representative. It 
will service existing Prudential group 
insurance and also assist producers in 
development and sale of all forms of 
group insurance throughout the state. 

Mr. Ehringhaus is a graduate of 
University of North Carolina and son 
of J. C. B. Ehringhaus, former governor 
of that state. During the war he served 
for 34% years as a test and production 
pilot in the army air corps. 


Guardian Puts E. E. Dale 
in Charge at Dallas 


E. E. Dale has been appointed man- 
ager of Guardian Life’s new Dallas 
agency. 

Mr. Dale has been in the life insurance 
business for 17 years, most recently as 
te ed of Great Southern Life in Dal- 
as. 

The Dallas office is the first unit in 
Guardian’s planned state-wide organiza- 
tion. 





Unity L. & A. Promotions 


Unity Mutual Life & Accident, Los 
Angeles, has promoted Robert Clarke, 
assistant manager of Los Angeles No. 1, 
to manager; D. D. Dodds, manager at 
San Jose, to manager at Oakland; 
B. D. Rang, special assistant manager 
at Berkeley, to manager; Ed. J. Grady 
to assistant manager at Santa Ana, and 
S. J. McDonald to assistant manager at 
Oakland. 

J. C. Petricka, J. S. Nicholette and 
N. E. Zeeck have been promoted to 
special assistant managers at Sacra- 
mento, Berkeley and-.San Jose. 


Pilot Change at Richmond 


B. H. Grubb has resigned as general 
agent.at Richmond, Va., of Pilot Life. 
He plans to enter the Baptist ministry 
after taking a course at a theological 





seminary at Louisville. W. N. Whit- 
worth, agent of Jefferson Standard at 
Richmond, succeeds him as_ general 


agent of Pilot. 


S. E. Hardwick Resigns 


Sam E. Hardwick, Jr., has resigned as 
general agent at Richmond of Volunteer 
State Life to enter another line of busi- 
ness. He had been with Volunteer State 
in that capacity for two or three years. 





Named Assistant Manager 


Henry J. Miller Jr., has been ap- 
pointed assistant manager of the eastern 
Pennsylvania department of Reliance 
Life. He served four years with the 
marines. 





Eggen Names Noonan Supervisor 


Edward M. Noonan is now super- 
visor of the Eggen agency of Guardian 
Life at Portland, Ore. He went to 
Portland four years ago, following 14 
years as an agent in New York. A 
graduate of the insurance school of New 
York University, he has for two years 
been with the Earl J. Knutson agency 
of Guarantee Mutual in Portland. 


Roy Dial, Jr., formerly of Albany, 
Ga., has been promoted to superintend- 
ent at Marietta by Gulf Life. 











First Families in Hancock Village 


Occupation is beginning of Hancock 
Village, the rental housing development 
in Brookline, Mass., of John Hancock 
Mutual Life. Fourteen families have 
moved in, the first of 789 who eventually 
will live in the development. Con- 
struction began in..September, 1946. 


COMPANIES 


Report on New Company 


The Illinois department has released 
a report of an examination of Metro- 
politan Mutual Assurance of Chicago 
as at Dec. 31, 1946 showing assets 
$2,213,109 and surplus $681,517. This 
was organized as a legal reserve life 
company about a year to take over the 
business of Metropolitan Life of Chi- 
cago which was a burial society. The in- 
surance in force is $29,384,445. Exam- 
iners state that the company is in sound 
financial condition and death claim set- 
tlements have been made promptly and 
with a liberal interpretation of pro- 
visions, Robert A. Cole is president, 
Thomas P. Harris, vice-president and 
Horace G. Hall, secretary. 

The field organization consists of two 
managers, two assistant managers, 18 
superintendents and 136 agents. 








Reinsurance Is Approved 


Superintendent Jackson of Missouri 
has announced approval of the proposed 
reinsurance of American Union Life 
of St. Joseph, by Postal Life & Casualty 
of Kansas City. 

A special commission composed of the 
commissioners of Kansas, Nebraska and 
Missouri conducted a public hearing on 
the reinsurance contract. 





Citizens Can Write A. & H. 


Citizens Life & Casualty of Los An- 
geles has been licensed to write dis- 
ability insurance in addition to life in- 
surance. President Victor F. Pettric 
plans an active campaign for accident 
and health insurance. 





Natl. Security Poised to Write 


National Security of Longview, Tex., 
has moved its home office into the Cur- 
tis building. The building was pur- 
chased by James R. Curtis, president, 
two years ago. The company expects 
to get into sales production in the near 
future. It is licensed in Texas to write 
life, health and accident. 





Briggs Group, Franchise Head 


T. O. Briggs has been appointed 
home office manager of the group and 
franchise department of Great American 
Reserve of Dallas. 





Beneficial Standard Life has been 


licensed in Alas 


PROGRESSIVE 
EASTERN COMPANY 
REQUIRES: 


PLANNING ASSISTANT: 
Complete knowledge home 
office and branch office opera- 
tions; accounting experience 
essential; some planning expe- 
rience desirable; heavy travel 
first two years; $4500.00. 


PERSONNEL ASSISTANT: 
Knowledge job evaluation es- 
sential; training experience 
desirable; for branch office 
program requiring heavy 
travel two or three years; 
$4200.00. Our employees know 
of this advertisement, so re- 
ply in detail in complete con- 
fidence. Box No. N-85, The 
National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, IIl. 
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WANT TO RETURN TO 


NEW ORLEANS? 


Successful Life Insurance Man Wanted to Head 
New General Agency for Leading Life Company 


We are one of the oldest, best-known life companies in the country. 
Within a short time we intend to enter Louisiana with a general agency 


at New Orleans. 


To fill this post we need a man familiar with the territory. He should 
be between the ages of 30 and 40, with a minimum of five years as a 


successful life underwriter. 
backed by actual organizational experience. 


He should possess strong executive ability, 


He should have the ambi- 


tion and enthusiasm that will enable him to build an agency of the 


same high calibre as those represenitng our company in other states. ° 


He must be able to pass an acceptable physical examination. 


In return he can expect full cooperation in launching, promoting 
and building a profitable organization — including superior training 


facilities, sales aids and agent financing plans. 
no limit on potential earnings. 


Our survey shows almost 


If you are a former resident of New Orleans and would like to 
return there in an executive capacity, or if you now live there and are 
seeking such an opportunity, write giving age, background and experi- 


ence. Include a small snapshot, if possible. 
confidential. 


All replies will be held 


Box N-86, c/o National Underwriter 
175 W. Jackson Bivd., Chicago 4, Illinois 
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THE PAN-AMERICAN LIFE OFFERS... 





Participating Plans. 





Agency Contracts mn America. 


and Special Training for New Fieldmen. Cs 


relieving General Agents from detailed Agency Accounting. 





agi 
Effective Sales Aids and Policy Mlustrations. BEF, 


ee 


furnished through a Proven System. 


OVER THREE HUNDRED MILLION 


For informetion Address: 


li A complete line of Policies on Participating and Non- 


Oue of the most liberal 


A Recruiting Plan 
A New System, 


Attractive and 





Prospects for Insurance 


IN FORCE 


CHARLES J. MESMAN, Superintendent of Agencies 





NEWS OF LIFE 


ASSOCIATIONS 





Dr. Huebner to Address 
Philadelphia Regional 


Dr. S. S. Huebner, president Ameri- 
can College, will speak on “A Look 
to the Future” at the first sectional 
meeting of the Philadelphia Assn. of 
Life Underwriters Nov. 13. The sec- 
tional meetings are to be held in out- 
lying districts to make it possible for 
members to attend who previously found 
it impossible to travel the distance to 
the regular monthly meetings in the cen- 
tral part of the city. 

Other speakers scheduled are Fred- 
erick Pflug, agent of John Hancock, 
who immigrated to this country 10 
years ago, and has become one of the 
leading producers, on “It Can Be Done,” 
and Louis Nissenbaum, agent of Metro- 
politan Life, on “Planning For Con- 
sistent Production.” Mr. Nissenbaum 
has not had a blank production day in 
14 years. 


Roudebush Wins Ia. Quarter 
Million Dollar Club Contest 
DES MOINES—Warren F. Roude- 


bush, Northwestern Mutual, Waterloo, , 


won first place in the “winning sales 
contest,” conducted at the fall meeting 
of the Iowa Quarter Million Dollar Club, 
with 18 taking part in the contest. 

Robert Smyth, Equitable Society, 
Fort Dodge, won second place and Will 
H. Zaiser, Prudential, Des Moines, third. 
Judges were Roy L. Swarzman, Des 
Moines; Henry M. Meese, Davenport, 
and Fred Woodrick, Sioux City. 

About 80 of the 141 members of the 
club attended the one-day meeting here, 
with Roy L. Short of Cedar Rapids, 
chairman, presiding. 

The club will hold its next meeting 
May 16-17 at Des Moines. 

Speakers included Paul Millett, Chi- 
cago attorney, who discussed tax and 
business insurance; Newell C, Day, 
Equitable Life of Iowa, Davenport, 
president Iowa Assn. of Life Underwrit- 
ers, on “The Blue Print of Happiness,” 
and Don Ross of “Successful Farming,” 
Des Moines, who spoke on the farm 
market. 


Jones at Salt Lake City 


SALT LAKE CITY — Wilfrid E. 
Jones of the National headquarters staff 
addressed a joint conference of more 
than 50 Utah-Idaho officers, directors 
and committee chairmen. 

At a meeting of the Salt Lake associa- 
tion President H. J. Syphus introduced 
the visiting officials and also R. W. Garff, 
deputy commissioner; Jack Piver, San 
Francisco, publisher “Pacific Insur- 
ance,” and Ray H. Peterson, president 
Pacific National Life. Max Rasmussen, 
Occidental Life, was presented a 100% 
membership certificate. 

A. M. Tatum of veterans’ administra- 
tion discussed National Service Life 
Insurance. Mr. Jones praised the work 
being done along the line of public rela- 
tions and reviewed the work of N.A.L.U. 
‘He went from here to Denver where he 
directed a conference for Colorado, Wy- 
oming and New Mexico Oct. 31-Nov. 1. 


Hold Canadian Regional 


Six life company managers spoke at 
a Canadian association regional sales 
congress at Quebec. The speakers were 
Paul H. Dubar, superintendent of agen- 
cies of Imperial Life; J. R. Hastie, man- 
ager of Mutual Life at Chicago; Paul 
Guertin, Montreal manager of La Laur- 
entienne; Antoni Desmarais, manager of 
Prudential of London at Montreal; J. 
A. Saucier, manager Northern Life, 
Quebec, regional vice-president of the 
Canadian Life Underwriters Assn., and 
Fernand de Haerne, manager La Sauve- 
garde, Montreal, president Canadian as- 
sociation. 

Romulus 


Drolet, assistant manager 


Northern Life and president of Quebe 
Life Underwriters Assn., presided at the 
sessions and the luncheon. 


Round Table Hears Ballah 


The Colorado Quarter-Million Rounj 
Table was addressed at its quarter 
meeting in Denver by Wayne Ball 
Northwestern Mutual, Fort Collins. 


Niagara Falls—David B. Fluegelmap 
Northwestern Mutual, New York City 
president of the New York State Lif 
Underwriters Assn., said the life agen 
will be successful if he places the intey. 
est of the general public before his ow 
personal interest. There were 14 agent 
from Niagara Falls, Ont., present. 

Northern New Jersey—Patrick Muegj, 
Metropolitan Life, Paterson, N. J., ang 
the only industrial speaker at the 
N.A.L.U. Boston meeting, will speak at, 
meeting at Newark Nov. 20 on “I Am ip 
the Insurance Business.” 

Carlton Cox, N.A.L.U. trustee, will jp. 
troduce the speaker. 


Wheeling, W. Va.—Herman R, (Cas. 
dorph, manager of Metropolitan Life a 
East Liverpool, O., spoke on “Plannei 
Presentation.” 

Fort Dodge, Ia.—Fred Repass, Water. 
loo general agent of Mutual Trust Life 
spoke on “Why Men Buy.” 

Nashville—Hal L. Nutt, production 
manager of the John O. Todd agency of 
Northwestern Mutual Life, Chicago, 
spoke Oct. 31. He is former associate 
editor of the “Diamond Life Bulletins” 
published by the NATIONAL UNDERWRITER, 
and also was associate director of the 
Purdue marketing school. 

San Antonio—The women’s division 
heard Gordon James, manager of the 
San Antonio office of the social secur. 
ity board, review the social security 
law. He paid tribute to the work of 
life agents in acquainting workers and 
their beneficiaries with the provisions 
of the law and said there will always 
be a place for life insurance in the 
worker’s program. 

Fort Worth—V. J. Adams, Houston, 
Texas, manager for’ Reliance Life, 
spoke at the October meeting, urging 
young agents to formulate plans for 
building a clientele for the future. Mr. 
Adams plans to retire next March and 
he has urged those in the life insurance 
business to put their own investments 
into insurance and annuities 

Memphis—John A. Witherspoon, vice 
president and director of agencies of 
Volunteer State Life, spoke on “We 
Sell Money.” 

Bluefield, W. Va.—President Bernard 
A. Wilkinson reported on the state 
eonference at Clarksburg. The next 
meeting Dec. 5, will be ladies’ night. 

Pittsburgh-—H. Bruce Palmer, super- 
intendent of agencies Mutual Benefit 
Life, spoke on “Aggressive Optimism’ 
at the Nov. 6 luncheon meeting. 


J. Carleton Adams, assistant manag- 
er of Connecticut General, .will address 
the Beaver Valley branch Nov. 10 o 
“Is Your Scythe Sharp?” Herbert H 
Linn, Prudential manager, addressed 
the New Castle branch on “Funda 
mentals of Selling.” Elmer W. Garvil, 
Jr., Metropolitan, spoke to the Wash- 
ington branch on “Knowledge Means 
Dollars.” G. Harold Moore, general 
agent for State Mutual, was_ speaker 
for the Fayette county braneh on “T0 
or From Center, Which?” “Hitting Pay 
Dirt” was the subject of Charles R 
Gies, Penn Mutual supervisor, before 
the Butler branch. 

Springfield, I1l1—A record crowd o 
103 turned out to hear Lloyd MeNeil, 
Metropolitan, discuss the Guertin laws 
Blair Zirkle reported on the national 


convention and David Epstein, mem 
bership chairman, reported 30 new 
members. 


a 
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Report 3 Big Companies 
Plan Return to Texas 


Reports from Texas are that thret 
large eastern companies which withdrew 
from Texas following the Armstrong 
laws of 1906 are getting ready to ft 
turn. If these companies go back t 
would mean that all the major life insur 
ers that withdrew will have returned. 
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SALES MEETS 


Counselors Club of 
Indianapolis Life 
Meets in South 


Counselors Club of Indianapolis Life 
held its convention this week in New 
Orleans. Number of qualifiers far ex- 
ceeded any previous year. Membership 
requires not only a substantial volume 
of new business but a high persistency 

e. 
ew officers are Nate Kaufman, 
Shelbyville, Ind., president; Edgar T. 
Russell, San Antonio, vice-president; 
Ernest Herzog, Minneapolis, 2nd vice- 
president. These officers elect. them- 
selves on the basis of annual paid busi- 
ness produced during the club year. 





A. H. KAHLER 


They were installed at a special dinner 
meeting. 

A. H. Kahler, vice-president and su- 
perintendent of agencies, presided at the 
dinner and business sessions. Edward 
B. Raub, company president, was a 
speaker. Others from the home office 
included Irving Palmer, assistant agency 
manager; Doyle Zaring, agency secre- 
tary; Ivan Snyder, educational director, 
and Darwin F. Fuller, home office su- 
pervisor from St. Paul. 

The club plan permits men to qualify 
their wives as auxiliary members. If a 
member does not qualify his wife, he 
may bring her at his own expense and 
is given the company’s group rates on 
all accommodations. The recreation pro- 
gram included a special chartered tour 
of points of interest in New Orleans. 





Amer. Home Has Roundup 


American Home Life held a three-day 
fall agency roundup at Topeka. Among 
the speakers were A. R. Jaqua, S.M.U., 
Dallas, and Dr. David MacFarlane, 
president of Emporia Teachers College. 


B. M. A. Wichita Rally 


The Kansas agency of Business Men’s 
Assurance under Manager Bert A. 
Hedges held its annual fall roundup at 
Wichita. 











Okla. City Team Wins 


Charles Waller and William Spencer, 
premier producers of the Phil B. Noah 
agency of American National at Okla- 
homa City, outstripped Wilson M. 
Brooks, its general agent at Richmond, 
and Fred E. Gill, agent in the Brooks 
agency, in a production contest in Oc- 
tober. Mr. Gill, formerly with the 


Oklahoma City agency, wagered that 


with the aid of General Agent Brooks 
he could best the two Oklahoma agents 
in a contest. The Oklahoma pair had 
produced $671,785 for the month com- 
pared with $424,478 for the credit of the 
Richmonders. 


Laikin Milwaukee Speaker 


George Laikin, Milwaukee and Chi- 
cago tax attorney, spoke on “A Look 
at Estate Planning” before the Mil- 
waukee C.L.U. chapter dinner meeting 
Nov. 5. George Knudsen, Mutual Life, 
was program chairman. . R. Buck- 
man, Old Line Life, conducted the dis- 
cussion period. 


Des Moines C.L.U.s Elect 


Roy Swarzman, Equitable Society, 
has been elected president of the Des 
Moines C.L.U. chapter. Frank Pierce, 
Mutual Benefit, is vice-president and 
Carrie Bell, New England Mutual, re- 
elected secretary. 

Paul F. Millett, Chicago attorney and 
tax consultant, spoke on “Minimizing 
Taxes and Conserving Estates.” Guests 
included trust officers of Des Moines 
banks and members of the C.L.U. study 


~ RECORDS 


PACIFIC MUTUAL LIFE—New life 
insurance written in October was $15,- 
976,000, a gain of 7% over the same 
month of 1946. For the 10 months the 
total was $111,983,000, a gain of 2%. 
New commercial accident and health 
premiums written in October were up 
15% and for the 10 month period 24% 
over 1946. 

NORTHWESTERN NATIONAL— 
Agents set three production records in 
October, making it the greatest in the 
company’s history. A total of 3,155 ap- 
Plications for $12,254,976 of ordinary 
business and a grand total of $16,868,- 
740 of new business, including group 
and reinsurance, written during the 
month all represented new highs. 




















Seattle Companies to Build 


The Northwestern companies of Seat- 
tle will start construction of a new 12- 
story home office building shortly after 
the first of the year. The present home 
office building has been sold and will 
be moved. 


Estimated cost of the structure when 
finally completed is $1,250,000. At pres- 


ent two stories and basement will be over a five-year period. 


LS iig47 


On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a fron- 
tier town of 8,000 people. 


The 80 intervening years have witnessed the 
development of that pioneer enterprise into a 
national institution. In contemplating the 
completion of its first ceritury of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 
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erected at an estimated cost of $300,000, 
the remaining nine stories to be added 
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unquenchable. 


Craftsmanship 


Tue PERFORMANCE of the craftsman differs from perfunctory execution as 
impressively as does a master portrait from a mechanical photograph. 

A deft ability to combine opposite attributes in a manner that achieves 
maximum results with a minimum of obvious effort is the distinguishing mark 
of the true craftsman. He subtly fuses imagination with realism, precision with 
celerity, indomitability with tolerance, concentration with relaxation, compulsion 
with cooperation, dignity with cordiality, ambition with execution, success with 
continued progress. The true craftsman never produces less than his best—the 
inner spark that drives him onward from triumph to triumph is undeviating, 
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SELECTIVITY... 


More plans for more people. 
More sales for ANICO men. 


Test ANICO by these 3 of its many 
features. 


1. A range of policies, life and annuities that 
permit more sales to more people. 
2. Rates that compare more than favorably. 


3. Immediate and deferred annuities, Salary 
Savings, and Pension Trust Plans, Settlement 
Option Service. 


Ask ANICO or any ANICO Representative. 


igh #:800;000,000 
OVER A BILLION INSURANCE IN FORCE 


Write Vice President 


Amerucan National © 
INSURANCE COMPANY 


GALVESTON, TEXAS 


W. L. Moody, Jr., Preside 






































years of faithful 


4] and dependable service 
have made this one of the 
South’s soundest and strongest 


‘life insurance institutions. 
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ILYBIERTY NATIONAIL 
— Lde Insurance Company 


BITMINGHAM. ALA. 
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L. A. Managers Hear 
Fischer and Lackey 


LOS ANGELES—The high cost of 
living represents a challenge and a re- 
sponsibility to every life agent, said 
Chester O. Fischer, vice-president of 
Massachusetts Mutual, addressing the 
luncheon meeting of the Los Angeles 
Life Managers Assn. 

Mr. Fischer pointed out that based on 
the buying power of the dollar in the 
1935-1939 period, the 1946 dollar was 
worth 64.7 cents, and is at an even 
lower level today. For example, to 
accomplish the same result, policyhold- 
ers who needed $10,000 of life insur- 
ance in 1940, need $15,460 today, on the 
basis of 1946 prices or 54.6% more in- 
surance. 

Mr. Fischer mentioned a University 
of Michigan survey which disclosed that 
78% of United States families own life 
insurance. However, though there has 
been a 44% increase in insurance protec- 
tion, there has been a steeper advance in 
living costs. Although the total life insur- 
ance owned exceeds $180 billion Ameri- 
can families this year are putting into 
life insurance only 3% of the aggre- 
gate national income. 

Mr. Fischer said policyholders need 
help in reviewing their present life in- 
surance and planning it wisely for the 
job that it is to do. 

George E. Lackey, Detroit general 
agent of Massachusetts Mutual, outlined 
some, of the duties of the general agent 
both in helping build an estate and at the 
settlement of the estate following death. 
He said in some situations the general 
agent is confused as to his own estate 
and mentioned four things that go to 
make up the estate: Life insurance, re- 
newable interest in life insurance writ- 
ten, personal assets and physical assets. 
He discussed the matter of income from 
vested and unvested renewals, and said 
insurance agents own more life insur- 
ance than most business men. 

He pointed out that the TNEC in- 
vestigation, while at first it seemed to 
be detrimental to the business, in the 
end brought out clearly the good accom- 
plished by life insurance. He said there 
are too many marginal men in the busi- 
ness. The general agent must raise his 
sights and select agents who will develop 
into successful career men. The basic 
job is to build a sales organization ade- 
quate as to number of producers. Pro- 
duction follows as the number of full- 
time agents increases. 


Cashiers Discuss Industrial 


Life agency cashiers of Chicago will 
have an opportunity to ask questions 
about industrial insurance at a dinner 
meeting.in Central Y.M.C.A., Nov. 18, 
at 6 p.m. J. E. Thompson, assistant dis- 
trict manager of Prudential, will speak. 
S. P. Henek, Prudential, will preside, 
and June Freeman, Mutual Benefit, is 
program chairman. 





Windsor Managers Elect 


W. K. McKeown, Manufacturers Life, 
has been elected president of the Wind- 
sor (Ont.) Life Insurance Managers 
Assn. Albert A. Baker, Northern Life, 
is vice-president, and Alex D. Sharp, 
North American Life, secretary. 


Hear Banker at Columbus 


M. D. Conklin, trust officer of Fifth- 
Third Union Trust Co., Cincinnati, ad- 
dressed the Life Managers & General 
Agents Association of Columbus on 
“Cooperation Between Life Under- 
writers and Bankers.” 








Talks on Public Relations 


Hubert McClellan, manager of Metro- 
politan’s South district office, Monday 
discussed “Public Relations” at a lunch- 
ean meeting of the Life Managers Assn. 
of Seattle. 





Accident-Health Valuable 
as Business Insurance 


ST. LOUIS—Carl H. Lane, assistan} 
manager in St. Louis of Reliance Life, 
speaking on “The Place of Accident ang 
Health Coverages in the Field of Bug), 
ness Insurance” before the Accident & 
Health Underwriters Assn. of St. Louis, 
cited case records to illustrate the ad. 
vantages of health and accident proter. 
tion to owners of business enterprises 
whether a corporation, a partnership or 
a sole proprietorship. He said Many 
small business enterprises face the need 
of protecting the earnings of a key exec. 
utive or producer during a period of 
disability. Purchase of accident and 
health insurance on key employes is 3 
deductible business expense, he said, 
provided the benefits are payable to the 
employe himself. The amount of the 
premium, of course, is taxable to the 
employe. However, any employe would 
gladly welcome this additional protec. 
tion for only the cost of the withholding 
tax. 

In covering sole proprietorships, he 
urged “insuring the net profits of the 
business, not to exceed 80%,” rather 
than presenting it as just accident and 
health insurance. In most instances, the 
sole proprietor’s skill, his time, his man- 
agement, make net earnings possible. 

He also gave some consideration to 
the need for accident and health protec- 
tion in the field of consumer credit, 

Reginald Snyder, American Hospital 
& Life, was presented a pen and pencil 
desk set in recognition of his work as 
president the past year. He reported 
the annual meeting of the National as- 
sociation in Boston. 


Skoglund Twin City Speaker 
H. P. Skoglund, president of North 
American Life & Casualty, spoke at the 


Nov. 3 luncheon meeting of the Twin 
City Accident & Health Club at St 








Assuring More Than 


ONE BILLION 
DOLLARS 


OF 
FINANCIAL 
SECURITY 


Serving Policyholders 
from Coast to Coast 


BANKERS Life COMPANY 
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Bienes 


tomary sales congress this fall as its 
members are too busy making arrange- 
ments for the National association meet- 
ing in Minneapolis next year. 


$185,000 Air Trip Loss 


Associated Aviation Underwriters has 
now been advised of $185,000 of liability 
ynder air trip accident policies that had 
been purchased by passengers on the 
pc-6 plane of United Airlines that 
crashed in Bryce Canyon, Utah. Four 
of the passengers had maximum policies 





Paul. The club will not hold its cus” 


of $25,000 each. Forty-seven passengers 
were killed. 


Okla. Congress Dec. 8 

The annual sales congress of the 
Oklahoma Accident & Health Assn. 
will be held Dec. 8. 


Hear F. L. Merritt 


Francis L. Merritt, vice-president and 
director of agencies of Central Life of 
Iowa, spoke before the Des Moines 
Assn. of Accident & Health Underwrit- 
ers on “Technique in Selling.” 











—————— 


GENERAL AGENCY NEWS 





Lyter Speaks at Albany 


Purchase of life insurance will con- 
tinue at its present high rate under the 
newly adopted mortality table, Fred- 
erick O. Lyter, superintendent of agen- 
cies of Connecticut Mutual Life, told 
the James T. Purves agency at Al- 
bany, N. Y. 

“Two important causes of the in- 
creased volume of life insurance,” Mr. 
Lyter said, “are the high taxes and low 
interest rates, which mean that today 
life insurance is almost the only way 
the average man can create an estate.” 





Ramsay Agency Celebrates 


In recognition of the fact that the 
John A. Ramsay agency of Connecticut 
Mutual Life at Newark had the darg- 
est production in September of new 
business since the agency was estab- 
lished in 1848, Mr. Ramsay tendered a 
dinner to 10 members and their wives at 
the Hotel St. Regis, New York, Nov. 3, 
followed by dancing. 


Irish Feted at Newark 


Rolland E. ‘Irish, president of Union 
Mutual Life, was entertained at din- 
ner by the Newark agency, of which 
Fred R. Fast is manager. 

The dinner was followed by an agency 
meeting at which Mr. Irish spoke on 
“Opportunity in the Life Insurance 
Field in New Jersey.” 





L. A. Agency Hears Potwin 


Arthur Potwin, Pacific Coast counsel 
for Connecticut Mutual Life, addressed 
the W. H. Siegmund agency at Los 
Angeles on the “Deferred Compensation 
Plan.” 





George A. White on Coast 


President George Avery White of 
State Mutual Life, was the honor guest 
at a reception tendered by the Harold 
W. Dougher general agency at Los 
Angeles. 








AS SEEN FROM CHICAGO 





EDGEWATER BEACH SOLD 

It has now been announced in the 
daily press that the Edgewater Beach 
hotel, Chicago, was 
sold for $6 million. 
It is stated that 
W. M. Dewey, who 
has been president 
and the operating 
head for many 
years, will continue 
to be managing di- 
tector. So far as 
life insurance peo- 
ple are concerned 
Mr. Dewey is the 
Edgewater Beach 
hotel. It is he who 
has built the tre- 
mendous following 
among insurance men. Many life insur- 
ance companies hold their agency con- 
ventions there and many of the associa- 
tions convene there. The Edgewater 
Beach hotel is distinctive. It is one of 
Chicago’s show places. Mr. Dewey has 
been responsible for the reputation and 
prestige that now belong to it. He is 
regarded as one of the greatest hotel 
managers in the country. 

The Edgewater Beach hotel entertains 
more insurance conventions and gather- 
ings than any other hotel in the world. 
Mr. Dewey is not only regarded as a 
top-notcher in the hotel business but 
personally he is a cordial, warm hearted, 
kindly man and feels an interest in the 
people who patronize the Edgewater 
Beach. He comes to them always in a 
personal way. 

Mr. Dewey started his insurance ca- 
reer as a young man in the local agency 
of I. J. Lewis of Chicago. His office was 
on La Salle street and had a bronze lion 
in front showing the fact that Mr. Lewis 
was agent of Lion Insurance Co. Mr. 
Dewey’s father in the early days was 
connected with the western department 
of Fireman’s Fund Ins. Co. All insur- 
ance men hope that Mr. Dewey will con- 
tinue as he has before. So long as he is 





w. 


M. Dewey 


managing the Edgewater Beach hotel, 
the insurance men are not concerned 
as to who owns the construction. Un- 
doubtedly Mr. Dewey has in mind to 
retire from active duty in due season, 
but the insurance people hope it will 
not be for some time. 





TWO CHICAGO DIVISIONS MEET 

R. R. Reno, Jr., agency manager of 
Equitable Society, will address the 
Group Supervisors division of the Chi- 
cago Assn. of Life Underwriters at a 
luncheon meeting Nov. 10. His sub- 
ject is current legislation as it affects 
group insurance. W. F. Shean, Massa- 
chusetts Mutual, will be chairman. The 
meeting will be held in the Chicago 
Real Estate Board rooms. 

The women’s. division heard P. B. 
Hobbs, agency manager Equitabie So- 
ciety, at a luncheon meeting Monday, 
on “1948 Approaches.” Elaine K. Frank, 
Penn Mutual, presided. 


NEW AGENT WRITES $573,000 
Charles W. DeGryse, special agent of 
the John O. Todd agency of Northwest- 
ern Mutual Life in Chicago, has com- 
pleted his first year in the insurance 
business with $573,000 paid for produc- 
tion in the 12 months. He obtained his 
master’s degree in law at Loyola Uni- 
versity and formerly was branch man- 
ager for Research Institute of America. 


LEADS NEW AGENTS 

M. A. Rusteen, Jr., Parsons agency, 
Mutual: Benefit Life, Chicago, led all 
new producers of the company during 
his first contract year, selling a total of 
$650,000. Last week he attended a 
conference of Mutual Benefit’s leading 
new agents in New York City. He isa 
graduate of Northwestern university 
and served in the navy. 





MacNAMEE REBUILDS AGENCY 


M. W. MacNamee has now. become 
oriented in his new position as general 
agent of National Life of Vermont in 
Chicago. He succeeds A. C. Bowser, 


The 
| CHRISTMAS PRESENT CAMPAIGN 


HAS JUST BEGUN 


who relinquished his position, on account 
of heart trouble, and is now located at 
Orlando, Fla. 

Mr. MacNamee was formerly associ- 


ate with the Lustgarten agency 
of Equitable Society at Chicago. 
He placed considerable business 


with National Life and when the com- 


pany was looking for a successor to Mr. 
Bowser it visited him. W. T. Peterson 
is agency supervisor and H. F. Thomp- 
son manager of the brokerage depart- 
ment. Mr. MacNamee has plans for 
agency building. Naturally following 
Mr. Bowser’s long absence there was 
need for considerable constructive work. 
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AMERICAN PROGRESSIVE 


Prizes! Prizes! Prizes! 


GIFTS VALUED AS HIGH AS 


on December 20th 


You still have ample time to join this 


A Merrier Christmas 


YOU CANNOT HELP BUT WIN A PRIZE 


Description of Some 
of the Gifts: 


Kodak Bantam Camera 


The fast color-corrected Kodak 
Anastigmat lens and 4-speed shut- 
ter (to 1/200 second) give wide 
scope to this fine miniature. Good 
“blow-ups" are assured far _be- 
yond the standard 2% x 4-inch 
enlargements—gorgeous miniature 


Kodachrome transparencies too. 
Kodak Bantam £/4.5 is a_hand- 
some, proficient ‘handful of 
camera. ° 


RCA Television Set 


52-square-inch picture. For a room- 
ful of guests. The handsomely 
styled cabinet, rich walnut-fin- 
ished, fits into any decorative 
scheme. Even under bright lights, 
the pictures are brighter, clearer, 
steadier — electronically locked in 
focus by the RCA Victor Eye Wit- 
ness Picture Synchronizer. 


Vestpok Pocket Razor 


Here is every man's dream come 
true . . . a pocket razor no big- 
er than a book of matches... . 
that whisks away "between shaves" 
stubble in a jiffy before an im- 
portant meeting. Vestpok is a 
scientifically designed, precision 
instrument that supplements but 
does not replace a man's regular 
razor. Needs no soap, water, 
brush, mirror or electricity. Can't 
burn, nick or scrape. 








3 
Call or write today for full information ° 


HEALTH INSURANCE CO. 


OF NEW YORK 
“THE INSURANCE MAN’S COMPANY” 


Exclusively 
ACCIDENT - HEALTH - HOSPITAL - MEDICAL INSURANCE 


The broadest and most liberal policies for 
INDIVIDUALS - FAMILIES - FRANCHISE - GROUPS - SPECIAL RISKS 


92 LIBERTY ST. 


A Stock Company 


NEW YORK, N. Y. 


Do You Think You Are a Good Producer? 


If so we think you can make some real money 


with our general agents’ contract. 


Attractive Territory Available In 


IOWA 
ARKANSAS 


KENTUCKY 
LOUISIANA 


MISSOURI 
MISSISSIPPI 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL 


SAVINGS 


MISSOURI'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPAN+ 


812 Olive Street 


Allen May, President 


St. Louis 1, Mo. 
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DID YOU KNOW 


that the wide facilities and excellent 
service of the Manufacturers Life include: 


UP TO 
PREMIUM on Life, 
and Annuity Plans 


LOW TERM RATES on 5, 
10, 15, 20 year and One Year 
Renewable Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.LB. 


$200,000 SINGLE 
End. 


DOUBLE FAMILY IN- 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP- 
TION PLANS — geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


INSURANCE ON SE. FOREIGN TRAVEL and 
LECTED DIABETICS RESIDENCE COVERAGE 
PARTICIPATING and NON- 


PARTICIPATING RATES 


INSURANCE IN FORCE 969 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 330 MILLION DOLLARS 
THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE @ TORONTO, CANADA 


1887 — DIAMOND JUBILEE YEAR — 1947 
























To Fete Kastner on 25th 
Anniversary with A.L.C. 


Ralph H. Kastner, associate general 
counsel of the American Life Conven- 
tion, will be honored at a dinner at the 
Edgewater Beach Hotel, Chicago, Nov. 
14, in tribute to his 25th anniversary 
with the A.L:C. Mr. Kastner was the 
second employe obtained by T. W. 
Blackburn of Omaha, A.L.C.’s first sec- 
retary. Mr. Kastner had just graduated 
from law school and was seeking a po- 
sition. He heard about Mr. Blackburn’s 
new work and called to see him. It re- 
sulted in his being employed. Those in- 
vited to the banquet are confined to the 
A.L.C. officers, members of the execu- 
tive committee, past presidents and ex- 
ecutive staff. 


Prudential Expands Its 
Loan Office Activities 


Operations of Prudential’s farm mort- 
gage loan branches in Memphis and 
Omaha have been expanded to cover 
city properties. At the same time, the 
company’s branch in Birmingham, Ala., 
has been made responsible for farm 
lending in a larger area of the mid- 
south. The Iowa-Nebraska branch, with 
headquarters in Omaha, will service all 
Nebraska city loans, the eastern half of 
Wyoming and all but the extreme east- 
ern section of Iowa. S. R. Supplee, re- 
cently transferred to Omaha from 
Kansas City and named assistant man- 
ager, will devote much of his time to 
the new activity. H. H. Jones, super- 
vising appraiser in the branch has been 
advanced to assistant manager and will 
share in supervising the enlarged ac- 
tivities. 

In Memphis, Lindsay Bruce and F. J. 
Miller, assistant managers, will handle 
the new city loan business. City lend- 
ing operations will cover the leading 
cities in Arkansas, western Tennessee, 
northern Mississippi, northwestern Lou- 
isiana. and parts of Kentucky and Mis- 
souri. 

The Birmingham office, originally 
only for city loans, has been handling 
farm loans in Alabama for several 
months. It will cover the agricultural 
areas of southern Kentucky, eastern 
Tennessee, the southeastern parishes of 
Louisiana, the southern half of Missis- 
sippi and Escambia county, Florida and 
a small section of northwestern Georgia 
as well as Alabama. 





Annuities Tax Basis Upheld 
ST. PAUL — The internal revenue 
commissioner’s basis for taxing income 
from annuities was upheld in federal 
court here in a memorandum decision 
covering income under a $13,000 policy 
issued to G. H. Hess, Jr. While the 





present basis of levying a 3% income 
tax against annuities until the total of 
exempt income exceeds the considera- 
tion has been in effect for years, no 
court decisions upholding it have been 
handed down. Hess took the matter to 
court, contending that the levy was a 
tax on his capital. He did not report 
as income the amount he received in 
1939 and 1940 but did report it in 1941. 


Goldman Agency Fourth 


The A. Van Goldman-LaSalle ordi- 
nary agency of Prudential in Chicago 
was fourth country-wide in that com- 
pany for the first nine months on net 
increase basis, based on new business 
less lapses. The agency was fifth on 
paid for basis. Fourteen of the agency’s 
representatives qualified for the Houston 
conference to be held Nov. 19-21, at- 
tended by fieldmen from throughout the 
country. 





Borrowers’ Group Coverage Up 

Group coverage on small loan and 
mortgage borrowers is showing a big 
increase this year, according to the In- 
stitute of Life Insurance. At the be- 
ginning of the year it was $584 million 
on more than twice the total a year 
earlier. The number of borrowers cov- 














ered on Jan. 1 was nearly 5,300,000, ; 
increase of 64%. Nearly 7,500 lendis) 
institutions use the plan. 3 


Says Brokers Miss 
Much Life Business 
by Not Prospecting 


There is a substantial life insurang 
market for brokers but many of then 
miss the bulk of it because they have ng 
learned how to prospect in the life jp. 
surance sense, according to O, J 
Wheeler of Chicago, who is both a gep. 
eral insurance broker and an agent ¢ 
Mutual Benefit Life. 

Mr. Wheeler concedes that a broke 
can pick up considerable business fron 
his fire and casualty clientele but sayy 
he is limited to an average top of per. 
haps $100,000 a year unless he makes, 
study of prospecting. In his obseryz 
tion, not many men keep a good balang 
between the two types of coverage, mos 
of them being either specialists in prop. 
erty and liability insurance who pick » 
what life insurance they can get with 
out much added effort, or less they ar 
life insurance men who get what general 
insurance they can from their life insur. 
ance clients. 


Was General Broker First 


Mr. Wheeler was a general insurance 
broker before becoming interested in life 
insurance, When he decided to sell life 
insurance he took a month off at his own 
expense to go to the Mutual Benefit 
home office at Newark and take the 
course in the use of the “analagraph,’ 
the Mutual Benefit programming device, 
He feels that if a general broker is u- 
willing to learn enough about life insu 
ance to do a comprehensive job for his 
customers he is better off to call ina 
life insurance specialist and_ split the 
commission with him. 

As to prospecting, Mr. Wheeler be. 
lieves that too many agents are failing to 
sense where the money is today. 
Salle street is no longer what it used to 
be in that respect, while some manufar- 
turer in the outskirts who has built upa 
prosperous plant in a few years froma 
little machine shop may be making 
$100,000 a year. It is true that there is 
more chance of this type of risk being 
declined but they can afford to buy 
large policies. There are, he said, some 
15,000 smal] manufacturers in Chicago 
and about 25,000 in the Chicago metro 
politan area. 


B. M.A. Liberalizes Its 
Disability Coverage 


Business Men’s Assurance has made 
the following liberalizations in its dis 
ability benefits: World-wide benefits; 
elimination of standard provision No, 1! 
providing for pro-ration of benefits 
where the policyholder fails to furnish 
notice of additional disability coverage 
purchased in another company; full 
benefits for aircraft passengers in tht 
United States and Canada regardless 0 
whether or not they are fare-paying and 
coverage outside the United States and 
Canada to fare-paying passengers of 
regularly scheduled airline routes; sub- 
stantially increased benefits during 
periods of hospital confinement and for 
surgeon’s fees. Similar increased bene: 
fits are provided the dependent wife and 
children. 

Two new plans for group and whole 
sale cases involving 10 or more employés 
provide benefits for 90 days for any 
accident or sickness; room service up t0 
$7 per day; increased allowance for 
laboratory, drugs, and dressings (includ- 
ing oxygen and penicillin) and increa 
surgical and maternity benefits.. Month 
ly disability income is granted up t0 
$100 with benefits paid up to 12 months 
for non-occupational accidents and all 
sickness. 








John J. Schumann, Jr., president of 
General Motor Acceptance Corp., has 
been elected a director of Mutual Benefit 
Life. 
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Suit Would Enjoin 
Alleged Agreement 


(CONTINUED FROM PAGE 10) 
pankers from acting as agent for insti- 
tutional investors in agency purchases 
of securities. 


“PREFERENTIAL LIST” 


“The insurance companies individ- 
yally and collectively prepared and fur- 
nished to defendant banking firms a 
preferential list of 27 life insurance 
companies with 87.8% of the total ad- 
mitted assets of all life insurance com- 
panies in the United States, to which 
direct or group allotments are made by 
defendant banking firms; the life com- 
panies refrain from bidding for the pur- 
chase of security issues offered for sale 
at competitive bidding; discourage in- 
surers from offering security issues for 
sale at competitive bidding and support 
and cooperate with defendant banking 
firms in opposing all extensions of the 
use of competitive bidding; refrain from 
soliciting issuers to sell their security 
issues through private placement, and 
reduce substantially the volume of their 
security issue purchases through private 
placements; refrain from making agency 
purchases of security issues, and reduce 
substantially their purchases from in- 
yestment bankers not parties to the in- 
surance agreement. 

“A special committee composed of 
members named by the parties to the in- 
surance agreement was organized and 
other persons were employed to main- 
tain liaison between defendant banking 
firms and the insurance comparties, to 
receive and investigate complaints 
against violators of the insurance agree- 
ment, and to report the results of its 
investigation to the insurance agree- 
ment parties.” 


Have Done Little Competitive Bidding 

Life companies have done little com- 
petitive bidding against the banking 
firms, but the bankers think that if all 
issues were handled on the competitive 
bid basis the life companies might not 
do quite so well as they do in private 
sales. Bankers explain that in compet- 
itive bidding potential buyers try to 
conceal their interest in advance of bids 
in order not to drive up the price. In 
a private sale an investment banking 
house may work months, discussing 
various phases of an issue with pros- 
pective buyers, including life companies, 
which gives them a chance to study 
quality and to indicate changes they 
want made. Bankers say.they work on 
a very thin margin on competitive is- 
sues, and while they do less work, the 
margin is too small for the effort ex- 
pended. 

The bankers say private sales keep no 
one out of participation. A small life 
company in the midwest or on the Pa- 
cific coast can come in if it wants some 
of the issue. On many private sales, 
bankers cast far and wide for prospec- 
tive purchasers, and any investor inter- 
ested has plenty of time to decide if he 
wants to participate. 


Private Sales on Increase 














There has been an increasing num- 
ber of private sales of security issues to 
life companies. This is directly com- 
petitive with investment banking houses. 
The latter do not get the issue, and the 
life companies have that much less 
money to spend on an issue the bankers 
may be handling. This practice tends 
to influence the rate in the securities 
market, an effect the bankers regard as 
quite important. 

_ Life companies have not been “reach- 
ing” for securities as they formerly did. 
The mortgage field has offered abundant 
opportunities in the past year or so, 
both on residential and business types 
of property. In 1946 the U. S. mort- 
Sage debt went up a net of $5 billion, 
the first year in many in which there 
had been a net increase. Also, policy 
loans are increasing. The recent long 





term government issue at 24% for in- 
stitutional investors plus improvement in 
yield on short term governments have 
reduced somewhat the life companies’ 
sateen in the preferred stock and bond 
fields. 


Eddi: Lataie 
All Aetna Agencies 
in Month’s Drive 


First place in Aetna Life’s “App- 
Scrap” sales campaign in October was 
won by a wide margin by the Rockwood 
S. Edwards general agency, Chicago, 
with a record volume of $3,799,434 writ- 
ten business in the month. This was 
211% of the agency’s quota. The feat 
was celebrated at a dinner. 

Leading producer was Al Bluhm, who 





ROCKWOOD 5S. 


EDWARDS 


recently returned from a long period of 
hospitalization. He wrote 12 lives for 
$350,304. Lee E. Gleasner, Jr., was run- 
nerup with 324,424 on seven cases. He 
had the largest percentage of quota. 

Third was Rudolph LeBoy, with nine 
cases aggregating $300,530; Earl C. 
Jordan was fourth with $218,212; Ben 
B. Sax fifth with $194,680; Max A. 
Goldstein sixth with $180,000. 

A. D. Stein was honored for 25 years 
with Aetna Life. 


Pacific Actuaries Are 
Ready for Powwow 





(CONTINUED FROM PAGE 10) 
and retirement plans. Reports will be 
presented by R. M. Johnson, Beneficial 
Life; A. L. Buckman, Beneficial Stand- 
ard; R. N. Griswold, California-Western 
States; G. D. Babbit, Guarantee Union; 
R. C. Burton, New World; G. E. Morse, 
Northern Life; William Breiby, Pacific 
Mutual; L. W. Messinger, Pacific Na- 
tional; L. Slezale, Occidental Life; 
Charles Mehlman, Security Life & Ac- 
cident; R. H. Niles, Standard; F. G. 
Shepard, Unity Mutual; A. A..Ferguson, 
West Coast; Floyd Young, Western 
Life. 

Earl MacRae, Occidental is president. 





Linton on Subcommittee 


WASHINGTON — President M. A. 
Linton of Provident Mutual has been 
appointed on the subcommittee to for- 
mulate an agenda for the first meeting 
of the Senate finance committee’s social 
security advisory council, Dec. 4-5. 





Texas Assn. Seminars 


The education committee of the 
Texas Assn. of Life Underwriters is 
sponsoring two special one-week sales 
seminars to be held under the direction 


of A. R. Jaqua in. January at Southern 
Methodist University. The  intermedi- 
ate seminar will be Jan. 5-10, with 30 


hours class room study. The advanced 
seminar will be Jan. 12-17, with 30 hours 
class room study. 





technical and practical. 
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WHY RELIANCE SALESMEN ARE Sveccessful! 





RELIANCE OFFERS 
NEW AND OUTSTANDING 
TRAINING OPPORTUNITIES 


To place every practical aid for continuously greater success 
in the hands of its field force, Reliance offers its representa- 
tives a new and outstanding training course. This new 
program affords Reliance field men the advantages of con- 
tinuous study and advancement through knowledge—both 


Regional schools and sales clinics conducted by Reliance 
are not guarantees of individual success but they are contrib- 
uting factors as many successful Reliance men will testify. 


“The Reliance Life—A Fine Company’ 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 
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Charleston Cleveland Jack ilk Memphi Philadelphia Tampa 
Charlotte Detroit Johnstown Miami Richmond Washington,D.C. 
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SECURITY 
3 a simple matter! 


With a Bankers Mutual Life contract, 
tailored to your measure. An Agent’s 
and Policyholder's Company “where 
the Agent reigns supreme". 


Mutucl Life Co: 


ESTABLISHED 1907 
PREEPORT, ILLINOIS 
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POLICIES 





Pan-American Goes 
on 242% Reserve 
Basis Jan. 


Effective Jan. 1, Pan-American Life 
will change from a 3% to a 24%% re- 
serve basis for both its participating and 
non-participating policies. The new 
rates and values also will be in conform- 
ity with the new standard valuation 
and non-forfeiture laws. 

The following table shows the new 
participating rates, values and divi- 
dends on a representative group of pol- 
icy plans: 





A JUVENILE'S 
APPRAISAL 


We are letting a juvenile 
member of Royal Neighbors of 
America write this advertise- 
ment. 


In appraising her member- 
ship in Royal Neighbors of 
America she wrote: 


“Training received in our 
Royal Neighbor juvenile camps 
develops honest, successful, self- 
reliant and trustworthy citizens. 
Juvenile ritualistic work and 
activities develop leadership. 


“Royal Neighbor juveniles 
are taught to be kind and help- 
ful. They are urged to call 
upon those who are sick and in 
distress and: so help to lighten 
their burden. In doing these 
things they serve mankind and 
in turn their country. And last, 
but not least, the society pro- 
vides valuable life insurance, 
based on the lesson of thrift, 
and a free health service.” 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








Benefits Paid Since 
Organization 


$54,838,236 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
4 Legal Reserve Fraternal Benefit Society 


Biag West Miller Franees D. Partridge 
Gupreme President Supreme Secretary 


Port Huron, Michigan 



































Pref. Risk End. at 85 20 Yr. Life Inc. -———- Juvenile Rate 4.0.U.W 
Age Ord. Life 20 Pay Ord. Life 20 Pay End. Bond at 65 Double Prot. 5 Yr. 20-Pay 20 Pay nd | 00 000 < 
New Premium Rates see to 65 Term Age Life End. at 65 " lodge 
Pref. Risk End. at 85 20 Yr. Life Inc. e 4 3e-a8 8.23 0 $24.43 $25.9 e 
Age Ord. Life 20 Pay we. Life 20Pay End. Bond at 65 : 34.29 9.10 2 24.47 26.05 From 
S05 sh.us C1787 $29.27 $1884 3°20: 78 $ 49. 90 28.00 4 46.09 12.24 5 24.79 26.61 seems AP] 
ete 22.86 35.35 2440 36.88 51. 39.34 50 68.68 20.75 jon these 
MDS ard 31.56 43.63 33.26 45.22 654. 32 60.38 Cash Values 3rd Year 4 : 
BU). < cise 46.10 55.75 48.18 57.44 61.61 109.21 20 2.66 0 8.11 13.99 stances S 
Cash Values 3rd Year 30 13.38 2 12.70 18.14 jocally fo 
BO rig eins 3.93 32.18 4.18 32.46 83.88 25.19 40 23.22 5 17.12 23.01 
So HS eee | 8 Bo aay 
Sah oe : : i d 1. : , i ; 
ERAS 35.37 62.08 37.30 63.01 78.55 ‘ 212.38 es ie: en ee Macc 
Cash Values 10th Year oo Te 0 124.02 145.42 . , 
eee 88.0 3.28 89.08 204.44 411.20 183.81 Pr ieee 2 =°133.62 155.68 a5 
eps phe 124.35 246.93 126.10 248.50 408.95 280.93 S 84 5 145.96 © 169.86 = 727 LE CIC 
«epee 170.08 291.27 173.45 293.51 404.44 463.81 175.74 : * 
ed 223.76 330.23 231.79 333.93 395.67 944.57 Cash Values 20th Year Maccab 
Cash Values 20th Year 20 309.52 0 338.68 387.92 Ff te mat 
SD er Aas 226.26 502.64 228.72 505.42 1000.00 460.00 30 373.02 2 352.57 404.55 state 
- eee 299.35 602.03 303.66 605.91 1000.00 690.40 40 369.64 5 374.46 430.90 office in 
| eee 384.00 704.62 392.92 710.55 1000.00 1156.21 50 347.50 divided i 
pee 472.88 799.41 497.70 810.74 1000.00 1588.007 Net Cost on Surrender 20 Years jy one-hi 
Net Cost on Surrender 20 Years 20 91.55 29.35t 0 53.11 38.10 
SD et 35.08 28.24 52.10 6.14* 135.34* 3.05* 30 149.92 32.24 2 39.55 25.14 parece. 
BOs ee knd 49.98 36:99* 68.97 2.51* 116.85*  32.58* 40 353.66 45.08¢ 5 23.33 10.99 ie 
71 tgs Haat 111.47 12.79 134.98 39.73  66.62* 115.54* 50 690.13 85.014 ; : chairm 
BO. ee 278.07 132.95 305.67 165.90 68.82  94.23¢* ste an is ded w 
Decne *Return over cost. ram 
*Return over cost. 7At maturity. discussiot 
tAt maturity. tAt end of 5 years. “Prospec 
- ° ° ° We 
Policy loan interest will be 5% in- to life expectancy as well as other plans, \ oa 
stead of 6% on the new policies and the excepting term. Minimum issued will dent 
5% rate also will be applicable for new be $2,500 instead of $1,500 and the rider FRATE ad 
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due policies for reinstatement and in 
cost of changes figured on the basis of 
difference in premiums. 

Life income bonds, rates and values 
for $1,000 of insurance and $10 a month 
will be shown for women as well as men. 
An option to take paid-up whole life 
insurance and cash will be included in 
all life income bonds for any year in 
which cash value is sufficient. New 
maturity values for these bonds are: 
Age 55 males, $1,996; females, $2,223; 
age 60 males, $1,783; females, $1,996; 
age 65 males, $1,588 ; females $1, 783. 

The new series of juvenile policies 
will provide full benefit at age 1. In 
the first policy year for age 0 at issue, 
death benefit will be $250, thereafter 
$1,000. After Jan. 1 the company will 
issue these juvenile plans from age 0: 
Ordinary, 20 pay, endowment at 65, 20 
pay endowment at 65, 20 year endow- 
ment, endowment at 18. 

The home security rider will provide 
level term insurance for 10, 15 or 20 
years and will be issued with any policy 
form (except term) having premium 
paying period of at least as long as the 
rider. Two options will be offered bene- 
ficiary in event of death of insured with- 
in term period, one providing monthly 
income for 10, 15 or 20 years after in- 
sured’s death ‘followed by face amount 
of the policy; the other providing for 
payment of a single commuted sum at 
death of insured. These options may 
be elected by insured or beneficiary. 
Premium rates for the home security 
rider 20 year plan are: Per $1,000— 
Age 20, $4.18; 30, $6.12; 40, $12.19; per 
$10 monthly income—20, $6.30; 30, 
$9.22; 40, $18.36. There will be a con- 
version privilege and a special option 
giving insured the privilege of con- 
tinuing full premium for the policy and 
rider to make the policy pay-up or pro- 
vide a life income. 


Home Protection Rider Changes 


The new home protection rider also 
will provide for either lump sum settle- 
ment or monthly income to be selected 
either by beneficiary or insured, and will 
contain a conversion privilege under 
which insurance under the rider may 
be converted to a permanent plan of 
insurance not exceeding face amount of 
the policy. Premiums for this rider will 
be payable for seven years instead of 
eight, and for the 20 year plan are: Age 
20, $4.02; 30, $5.61; 40, $10.87. 

There wili be no change in annuity 
rates. 

The new non-medical limit will be 
$5,000 on any application, but an ad- 
ditional $5,000 will be considered if 
in the interim, standard insurance has 
been issued with medical examination. 
Total non-medical limit will be $10,- 
000 providing this does not cause all 
insurance in force in Pan-American to 
exceed $25,000. 

Disability and double indemnity age 
limit will be lowered from 18 to 15 
years. 





Great-West Reduces Its 


Rates on Term Plans 
Term rates of Great-West Life have 
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Home protection rider may be added 
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Adult and Juvenile Policies on the Easy Monthly Pay 


Life Insurance protection along with his other monthly 
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4.0.U.W. now have a total of about 
90,000 accumulated which belongs to 
he lodge members. : 
From this action of the delegates it 
seems apparent the decision is to aban- 
don these lodges, unless in certain in- 
stances sufficient support may be found 
195 focally for their continuance, 


Maccabees Field 
Heads Confer 


Maccabees Nov. 3-7 are holding a 
‘Bm state managers’ conference at the home 
ofice in Detroit. The managers are 
divided in two groups and approximate- 
ly one-half will attend the first con- 
ference. . 
J. E. Little, actuary and field director, 
js chairman. President J.-B. Baker ex- 
tended welcome. Mr, Little is leading 
discussion of “Personal Selling,” and 
“Prospecting and Keeping Records.” 
There was a discussion of “Recruiting 
~—M Record” by H. H. Hough, field superin- 
tendent Gleaner Life. Mr. Little di- 
rected discussion of “Recruiting and 
Selection of Field Workers.” 
He also opened the Tuesday session 
A on “Teaching and Training Field Work- 
Ie ers.” R. B. Twogood, Iowa state man- 
ager, discussed “Training of Agents by 
SS Bthe Cold Canvass Method.” Selected 
state managers debated “Successful 
Sales Presentation.” In the afternoon, 
Ss R. E. Morris, assistant actuary, dis- 
Bcussed “Financing New Field Workers.” 
on O8N. C. Nelson, assistant secretary-treas- 
Fargo, urer, took up “Payment of Commissions 
mee-B and Related Matters.” 
2 char. John P. Stock, secretary-treasurer, 
h Wilf was scheduled to talk on “Record Keep- 
€SS OB ers’ Reports” and “Reinstatement Rules 
itutionf and Regulations” was to be presented 
ode oi by R. B. Parsons, manager audit record 
BE department. 
Nc€ of Nov. 5, the medical and underwriting 
to tht departments took over the entire morn- 
Whitt ing session. Dr. Hubert R. John, med- 
PPIOV-E ical director, discussed the medical de- 
assts§ nartment’s relationship to the field 
red tH worker. Gordon Johnson, manager un- 
150, OF derwriting department, talked on “Un- 
nutue§ derwriting Rules and Practices.” A typ- 
porate® ; arr yaa é fe 
‘f ical underwriting session was staged by 
S$ ami Dr. John, Gordon Johnson and Jack 
Heuft. Ulma Moss, the new junior di- 
rector, spoke on junior activities. Tues- 
day’s program was concluded by dis- 
specif cussion of “Option Settlements” with 
somep J. E. Little presiding and a “Study of 
necificf the Social Security Program” conducted 
1 toa® by Mr. Morris. 
y fof The morning session Nov. 6 included 
undefa discussion of “Programming” by 
akonf# R. A. Simmonds, representing Rough 
ment Notes Co. R. E. Morris, assistant ac- 
se om tuary, made some observations relative 
thenf to the study courses, the Maccabees’ 
s ani@ field library and the Fraternal Insurance 
Counselors qualifications. A talk on Na- 
lodge§ tional Service Life Insurance was made 
vs so by Ward Hartwell, assistant actuary. 
artesf The afternoon session began with ap- 
taken pearance of A. W. Frye, president State 
mem-@ Managers Assn., who discussed the 
es oi State Managers’ Association” and “Op- 
portunities of State Managers.” A gen- 
eral discussion with suggestions for 
improvement of Maccabees’ field activi- 
ties ensued. 
\ dinner was given Thursday at 
which all state managers had opportu- 
nity to express themselves on the sub- 
ject, “What I Would D6.” The man- 
agers attended the hockey game _ be- 
tween Red Wings and the New York 
Rangers. 

: The first field managers conference 
will conclude Nov. 7. Sound pictures 

; will be shown by Howard Hansen, as- 
sistant office manager. A general review 
of the week’s session will be participated 
in by state managers whose names will 
be drawn by lot. President J. B. Baker 
will meet with state managers to con- 
Clude the conference. 


































R. D. Longmire, secretary of Wood- 
men of the World, Denver, shot his an- 
nual buck when the deer season opened 
there a few days ago, while hunting in 
the vicinity of Sulphur Springs, Colo. 
Foster F, Farrell, manager of the Na- 












tional Fraternal Congress, was in Den- 
ver shortly thereafter and passed offi- 
cial judgment on the quality of the 
venison. 


Miklossy New Head of 
New Jersey Congress 


Paul St. Miklossy of Hungarian Re- 
formed Federation was elected presi- 
dent of the New Jersey Fraternal Con- 
gress at the annual meeting in Newark. 
He succeeds A. J. Lecoque of Inde- 
pendent Order of Foresters. Mr. Mik- 
lossy has been first vice-president. 

The other new officers are: First vice- 
president, Frederick Schwarting, Work- 
men’s Benefit Fund; second vice-presi- 
dent, Florence Webb, Woman’s Benefit; 
secretary-treasurer, Helen E. Wold, 
Royal Neighbors, Lyndhurst. 

The executive committee consists of 
Mr. Lecoque; Walter Jennings, Knights 
of Columbus; Ernest R. Deming, presi- 
dent, Unity Life & Accident, Syracuse, 
N. Y.; Alex Moldovany, Rakoczi Aid 
Assn., and Samuel Gilbert, I.0.F. 
George W. Baumann of Maccabees is 
legislative chairman. 

Greetings were extended by Mayor 
Murphy of Newark, J. H. Schmitt, past 
president Maryland & District of Co- 
lumbia Congress; Ralph Daré, Pennsyl- 
vania Congress; Paul Stump, treasurer 
Ben Hur Life, Crawfordsville, Ind., and 
Mrs. Rubyanna Koenig, president New 
York Congress, with response by Mr. 
Miklossy. 

A. M. Kunis, associate actuary New 
Jersey department, gave a talk on, “Re- 
serve Strengthening as It Pertains to 
Fraternal Associations,’ and Tom Rob- 
ertson, past supreme chief ranger and 
now superintendent of field work of 
I.0.F., on “Fraternalism and Its Place 
in the World Today.” Mrs. Wold re- 
ported two societies became members 
this year, Catholic Women’s Benevolent 
Legion and Royal Arcanum, increasing 
membership to 39 societies. Mr. Bau- 
mann installed the new officers. 


To Fete C. D. Robinson on 


His 50 Fraternal Years 


C. D. Robinson, secretary of Wash- 
ington State Fraternal Congress and su- 
pervisor of fraternals in the Washington 
insurance department, is being honored 
at a banquet at Seattle Nov. 22, com- 
memorating his 50 years of service to 
the fraternal benefit system. 

He started as a solicitor for National 
Maccabees of the World in Harrison 
county, W. Va., in 1897. He was born 
at Wallace, W. Va. He became state 
manager of Maccabees in 1903 and for 
the next five years had charge of Dis- 
trict of Columbia, Virginia, West Vir- 
ginia and Ohio. In 1908 he was named 
general manager of A.O.U.W. of On- 
tario and the next year became manager 
at New York for Independent Order of 
Foresters. He became Pennsylvania 
state manager of Maccabees in 1921 and 
at that time became very much inter- 
ested in fraternal organization work. 

In 1927 he was named West Virginia 
manager for Maccabees and was the 
first president of West Virginia State 
Fraternal Congress. In 1930 he was 
transferred to Seattle as manager for 
Washington, Oregon and British Co- 
lumbia. There he had a most success- 
ful insurance record. He retired from 
Maccabees in 1933 and then for five 
years represented various other socie- 
ties. He went with the Washington in- 
surance department in 1939. He was 
president of Washington Fraternal Con- 
gress in 1932 and has been secretary 
since 1933. 

One of the banquet speakers will be 
‘Commissioner Sullivan of Washington. 


Walsh Heads Underwriters 


MILWAUKEE — Joseph F. Walsh, 
Catholic Knights of Wisconsin, was 
elected president of the Milwaukee Fra- 
ternal Life Underwriters at the annual 
meeting; Mrs. Irma Cox, National Mu- 
tual Benefit, vice-president, and Mrs. 
Lillian Sharen, Degree of Honor, sec- 
retary-treasurer, 
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A Magazine With Prestige 


Pilot Agents appreciate the pres- 
tige of their field magazine, THE 
PILOT, now in its 44th year. Here 
is a publication read from cover to 
cover every month. 


PILOT LIFE 


INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
O. F. Stafford, President 
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Talks on Benefit Plans 

N. M. Gottesmann, New York City 
tax and labor attorney, spoke on “Re- 
cent Developments in the Field of Em- 
ploye Benefit Planning” at a meeting of 
the Life Insurance & Trust Council of 


Eastern New York at Troy. 


||| AcTUARIES 


CALIFORNIA B 
Sarrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


*9@ Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
168 W. Randolph St., Chicago 1, HI. 
Tel. State 1336 


















































WALTER C. GREEN 
Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 














| HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 3, Iii. 


Associates 


elly 


INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis — Omaha 




















MICHIGAN 
ALVIN BORCHARDT 


Consulting Actuary 


76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 

















NEW YORK 


Cstablished in 1865 by David Parkes Fackler 
FACKLER & COMPANY 

Consulting Actuaries 
¢ West 4th Street 








New York 
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Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoran and Linder 
116 John Street, New York, N. Y. 
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FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
Associate 


E. P. Higgins 
THE BOURSE PHILADELPHIA 











Magill Insurance Tax Report Is Given 


(CONTINUED FROM PAGE 1) 








the annuitant’s life expectancy, as de- 
termined by a specified mortality table. 
The principal element thus determined 
shall be received tax-free each year un- 
til the total consideration is recovered. 
The balance of the payment shall be 
treated as taxable income.” 


Discrimination 


Regarding proposed removal of dis- 
crimination against insurance under es- 
tate taxation, the Magill committee re- 
port said: 

_“The law was amended in 1942 to pro- 
vide that the proceeds of an insurance 
policy on a decedent’s life must be in- 
cluded in his taxable estate, if he paid 
the premiums on the policy. This is 
true, even though the decedent had 
given the policy away, and had no re- 
maining interest in it whatever, yet 
(except for transfers in contemplation 
of death) no other property which the 
decedent does not own is included in.his 
gross estate. We see no reason why 
insurance should thus be discriminated 
against. We, therefore, recommend that 
these provisions (sec. 811 (g) (2) (a) 
be eliminated so that insurance pay- 
able to an individual beneficiary will 
only be included in the decedent’s es- 
tate if he possessed incidents of owner- 
ship of the policy.” 

Also under estate and gift tax. revi- 
sion, the Magill committee recommends 
exclusion from those taxes of “the in- 
terests of employes in pension plans 
qualified under section 165” of the code. 


Survivor Annuities 


“Most pension plans permit the em- 
ploye to designate his widow or other 
dependent as a survivor annuitant,” says 
the report. “Since most working people 
today have little means to provide for 
widows or other dependents in any 
other way, the joint and survivor an- 
nuity is very popular. However, it has 
been held that when the election is 
made there is a gift tax if the election 
is irrevocable, and also that the value 
of the annuity to the survivor is in- 
cluded in the estate of the original 
annuitant and subjected to the estate 
tax. Furthermore, the survivor’s an- 
nuity has been held to be subject to 
income tax to the same extent that it 
would have been taxable to the original 
annuitant, 

“Tt may be unbearably burdensome to 
pay the estate tax on the capitalized 
value of the annuity,” the report con- 
tinues. “In one recent case, a compar- 
atively small annuity was capitalized at 
$190,000, leaving the estate in a hope- 
less position. 

“The value of pension benefits and 
any death benefits paid to a survivor 
beneficiary through exercise of a joint 
and survivor annuity option should not 
be subject to estate tax. 

“There should be no gift tax by rea- 
son of the employe exercising his right 
under a plan to choose a joint and sur- 
vivor option.” 


Profit-Sharing Plans 


The committee recommends exten- 
sion of tax benefits with respect to 
trusts or annuities forming part of an 
employer’s stock bonus, pension or 
profit-sharing plan for exclusive benefit 
of his employes or their beneficiaries 
under sections 23 (p) and 165, I.R.C., so 
as to make such benefits applicable to 
plans where benefits are payable to 
members of partnerships or proprietors 
of unincorporated businesses. 

“In view of the widespread use of the 
unincorporated form of doing business,” 
said the committee, “we recommend 
that the internal revenue code be 
amended to include any individual em- 
ployer or group of individuals who de- 
sire to establish a bona fide retirement 
plan for their employes and themselves. 

“The amount withheld from the com- 
pensation of an employe as his contri- 
bution to a retirement plan is currently 
included in his taxable income and no 
deduction is allowed to him on account 


of such contribution,’ the report con- 
tinues. “When he retires and begins to 
receive his pension, the pension pay- 
ments must be reported by him for in- 
come tax purposes. 


TAXED AS ANNUITY 


» 

“Where the employe has made no 
contribution, the pension payments are 
fully taxable to him when received. If 
he has contributed to the plan, the pen- 
sion payments are taxed as an annuity 
with the result that the employe is re- 
quired to report as taxable income an 
amount equal to only 3% of the total 
amount of his contributions and he may 
exclude the excess until the total amount 
thus excluded equals the amount con- 
tributed by him, after which any fur- 
ther payments are fully taxable.” ‘ 

The committee expresses the belief 
“that it is wise policy, in these days of 
high income tax rates, in general to tax 
an individual at the time he receives the 
money with which he can pay the tax. 
Therefore, we believe that the code 
should be amended to allow an employe 
to deduct from his gross income the 
amounts which he contributes to a pen- 
sion plan qualified under section 165. 
Correspondingly, he may and should be 
taxed in full on the pension payments 
he receives. Canada and Massachusetts 
have provided for a deduction similar 
to that we propose.” 


Tax on Employe’s Beneficiary 


The report calls attention to the fact 
that the revenue act of 1942 providing 
specifically for income tax treatment ol 
pensions paid to an employe under a 
retirement plan does not directly pro- 
vide for income taxation of annuities 
payable to the employe’s - beneficiary 
after his death. 

However, the internal revenue com- 
missioner has determined the widow or 
other beneficiary of a retired employe 
shall include in income the amounts re- 
ceived “to the same extent that they 
would have been included in the in- 
come of the deceased employe had he 
lived and received stich payments. 

“The commissioner’s regulations ap- 
pear to represent a sound basis for the 
taxation of annuity payments,” says the 
committee, which recommends amend- 
ment of the code “to make specific pro- 
vision for the taxation of annuity pay- 
ments to all beneficiaries to the same 
extent and in the same manner that 
they would have been taxable to the 
employe, had he lived.” 

The report refers to section 165 (b) 
providing for taxation at the capital 
gains rates of total distributions paid to 
an employe within a taxable year on ac- 
count of his separation from service. The 
committee says that the “lump sum” 
provision “should be liberalized and 
made applicable to any balance paid to 
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an employe by reason of his separatigy 
from the service or by reason of the 
termination of a qualified plan.” 
Matthew Woll in his minority re 
Says its majority recommendations 
garding estate and gift taxation 
“deliberately calculated to render exjg. 
ing laws ineffective and to still furth 
reduce the revenue... by sanctioning 
tax avoidance.” 
“Outrageous” Says Woll 


The majority proposal to exempt em. 

ployes’ contributions to pension plang; 
characterized in the Woll report as “by 
another outrageous attempt to enab) 
the well-to-do to avoid the high incon 
tax brackets.” This recommendation ; 
likened by Woll to “a dagger pointed y 
the heart of our income tax system 
which is based upon the principle ¢ 
progression.” 
_ Mr. Woll supports “integration ¢ 
federal estate and gift taxes into a sing 
transfer tax, and the correlation of sug, 
a transfer tax with the federal incom 
tax.” His report characterizes the m. 
jority recommendation to exempt fron 
estate and gift taxes the value of sup 
vivors’ annuities under pension plans x 
“tax avoidance and still more tax ayoif. 
ance, 


Banks Seek to 
End Differences 








(CONTINUED FROM PAGE 1) 
banks life insurance, likewise said he 
and his committee have conferred with 
some of the life insurance people, o 
their invitation, and there is hope of 
eliminating some differences of opinion 
on the proposed legislation. He said 
the bill that his committee will offer wil 
include a provision eliminating the neces- 
sity of banks reinsuring part of each 
policy with other banks, and that the 
matter of group insurance is also being 
studied. 

Mr. Catharine, in his address, touched 
on the matter of equity housing pro} 
ects for savings banks and remarked that 
life insurance companies have gone into 
these projects, but even with the insur 
ance companies, ownership of apartment 
houses is new and relatively untried 
Moreover, he said, they are operating 
under more advantageous tax provisions 
In the first place, the life insurance com- 
pany can equalize a low income housing 
project with a more successful one, while 
a group of savings banks must form 
a separate corporation for each project 
Secondly, a life insurance company pays 
federal income taxes on only a smal 
portion of its net income, while a hous 
ing corporation owned by savings banks, 
if it operates successfully, must pay it 
come taxes on its entire net profit be 
fore the savings banks can realize any 
return, a return out of which mus 


come not only a yield on their invest 
ment, but also a recovery of a portion 
of their principal. 
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When you want to know 


QUICKLY 


who will write— 


Accident Expense Reimbursement ? 


Aviation Accident? 


Aviation L 


ife? Who, 


How? 


Combination Life and Annuity? 


Deferred Survivorship Annuities? 


Diabetics? - 


(Selected 


Cases ) 


Disability Income for Women? 


Extended Term on Sub-standard? 


Family Group? Term to 65? 


Five Year 


Graded Benefits on Sub-standard? 


Endowment? 


Group on Fraternal Organiza- 


tions? 


Group Permanent? $10 Disability? 


Hospitalization? — Pension 


Trusts? 


Joint Annuities on 3 lives? 


Overweights —— Ulcer Cases? 
Policy Changes, by Contract? 
Return Premium Riders? 
Short Term Single Prem. 
Endowments? 
Single Premium Juvenile? 


Single Prem. Retire. Annuities? 
Small Loan Coverage? 
Sub-standard over 65? 
Temporary Annuities with 


Refund? 


Term to Age 70 - 


And Hundreds of Other 


-or 5 Pay Life? 


Similar questions— 


Instead of 


wondering — 


- writing, 


wiring or “phoning around”, ALL 


YOU NEED to get the Answer, is 


The NEW 1948 


“Who Writes What?” 


Just turn to Who Writes What?” 


The “Guertin-Laws” and “New Conditions’ 


COMPLETELY CHANGE The Picture! 


You’ve GOT To HAVE The NEW 


1948 “Who Writes What?” 


Never before in the history of life insurance, have ALL companies 
been COMPELLED BY LAW, to adopt New Mortality Tables and Non- 
forfeiture Provisions with resulting New Rates, New Values, etc., all at 
the same time! Coincident with these sweeping changes, and the eco- 
nomic necessity of Lower Interest Rate Assumptions, most companies 
are also completely revising their Contracts and their Rules and Regu- 
lations regarding business written. Never before have all life under- 
writers been forced to learn to operate under an entirely new “set of 
rules’ — ALL AT ONCE! Yet that is exactly the situation which will 
confront every life insurance worker in 1948! 





An Entirely NEW "Picture" 


To maintain momentum under these new and unfamiliar circum- 
stances, every alert life underwriter will want to become well acquainted 
with the new “set up”, as promptly as possible. In fact, he’s got to do 
it! — to stay in business! He must find out where he stands, in the new 
picture — or risk being ‘“out-of-the-picture”! 


You've Got to Be Well Prepared in 1948! 


Agents will be making all kinds of statements — contradicting each 
other plenty. You want to know what is so — and what is not — to 
advise your clients correctly. “WHO WRITES WHAT?” does not show rates 
—but it tells who-writes-what! — and the New 1948 edition will contain 
MORE CHANGES than all of the previous six annual issues — because 
of the general revision, coincident with the “Guertin-Laws”! 





To get your answer quickly, merely consult the topical index of the 
New “WHo WRITES WHAT?” and turn to the indicated page. There you 
will have in one place the list of companies that write the contract you 
are looking for — and what they do about it. Don’t “hunt around”— 
just turn to the New enlarged and improved “WHO WRITES WHAT?” ! 


it gives you the Answers—lInstantly! 
A GREAT "Time-and-Trouble-Saver"! 
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insulins. Today, most diabetics under good 


medical care 





9) 


can leak: forward 


to a healthy, active life! 


sated 


Successful control of diabetes depends 
largely on the closest teamwork between 
doctor and patient. Most doctors say 
that the patient is the more important 
member of the team. 

The diabetic needs to study his dis- 
ease under his doctor’s guidance. He 
can usually learn to avoid such compli- 
cations as diabetic coma, insulin reac- 
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rh e diabetic today holds the key to his future 


tions, gangrene, and early degenerative 
changes in the arteries, the heart, and 
the kidneys. Above all, he can learn 
how to fit his special diabetic require- 
ments into a normal pattern of happy 
living. 

For further information about this 
disease, send for Metropolitan’s free 
booklet 117E, ‘‘Diabetes.”’ 


Tuts advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 
colors in magazines with a total circulation in excess 
of 30,000,000 including Collier’s, Time, Saturday 
Evening Post, Ladies’ Home Journal, Good House- 
keeping, Cosmopolitan, McCall’s, American Maga- 
zine, Woman’s Home Companion, National Geo- 
graphic, Parents’, and Redbook. 





PANCREAS 


Q. What is insulin and why is it used? 


A. Insulin is a substance produced by the pan- 

creas, a large gland near the stomach. It enables 

the body to store and burn sugar. When the ™ 
pancreas does not produce enough insulin, the ~ 
sugar is not fully utilized and diabetes may re- 
sult. It then becomes necessary to replace the © 
natural insulin with prepared insulin, or to re- = 
duce the need for it by means of a suitable diet, ’ 


Q. What other controls are important? 


A. Diet is an essential part of the treatment of! 
every diabetic. In many mild cases, especially 
when diabetes is discovered early, correct die 
alone can control the disease. Active work or! 
exercise also helps the body to burn up sugar, 
Success in treating diabetes depends on keeping! 
diet, exercise, and insulin in correct balance. 


Q. How can diabetes be detected early? 


A. Diabetes can be detected by having a uri, 
nalysis with your regular physical examination. 
This will permit your physician to discover’ 
diabetes before the appearance of such symp-" 
toms as excessive hunger and thirst, frequent” 
urination, and loss of weight. Such periodi 
examinations are a sensible precaution for 
everyone. They are essential for those mos 
likely to get diabetes—people between 40 and’ 
60, especially if they are overweight, or have @ 
history of diabetes in the family. 4 
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